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13% That's another highbrow word for the flexibility Darex-Lumflex 
imparts to shoes. It’s a freely movable jointing that gives the 
insole in two-sole shoes a place to go as the shoe flexes. 

But a shoe built with Darex-Lumflex Insole construction has a natural 
easy flexibility that doesn’t need any highbrow word to illustrate. 
Smart manufacturers are seeing for themselves the longer wear that 
Darex-Lumflex builds into their shoes. And they realize that with the 
Lumflex principle they can use extra-thick Darex Insoles to get addi- 
tional cushioning comfort without impairing flexibility. It’s a com- 
bination that people expect today when they spend their ration 
stamps for shoes. Retailers and manufacturers alike are cashing in 
on Darex-Lumflex flexibility. 


DEWEY AND ALMY CHEMICAL COMPANY 
CAMBRIDGE CHICAGO MONTREAL 


FLEXIBLE SHOES WEAR LONGER 








HIGHLY SKILLED LABOR 
THE CHOICEST RAW STOCK ® AND EXACTING SUPERVISION © UNIFORMLY GRADED PATENT 
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caine under the brilliant and uniform surface 
of Colonial Patent are the elements that count most 

.. the carefully selected, choicest raw stock ...the 
most highly skilled labor under the most able and 
experienced tanning and japanning executives... 
exacting and uniform grading of finished leather .. . 
and a constant and complete service of supply to 
the users. These unseen ingredients sum up in the 
word dependable ...a quality more important than 
ever before in these uncertain times. 





Pin Tue QUALITIES 
ABOVE MAKE THE PATENT 
{ LEATHER THAT MAKES THE 
' FINEST SHOES. 
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BOSTON, MASS. 


A SUPERIOR PRODUCT MANUFACTURED BY THE 


COLONIAL TANNING CO... 



































ACK IN 1926, the above trade-mark was introduced to the 
leading stores and shoe departments. We said then as we 


have often repeated that this Mark or Brand would stand for 


very definite standards of quality; an assurance to the shoe 


merchants that they could offer their customers more for 
their money. Several important merchandising features have 
emphasized our quality standards: 3-point suspension, seam- 


4611$—Browe Elk Oxford. less quarters, nailless heels, seamless vamps, Allenite Tips, 


Allenite Tip. plus styling with taste. Kali-sten-iks Shoes Help Keep Good 
$6115S— 84%, to 12, Ato E 


611S—12% to 3, AA to E 
M6115S— 3% te 5, AA to D list of loyal customers. 


Feet Healthy, and have proven a Capital Asset for our fine 








THE GILBERT SHOE CO. THIENSVILLE, WISCONSIN 
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launder Act of March 3, 1879. Subscription price $3.00 per year. Printed in U.S. A. (Canadian rate $3.00 plus $0.50 for Canadian War Exchange tax--making total of $3.50}. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


B®. B. SYSTEM UPPER LEATHER FINISHES 
na 


we NEEL, EDGE AND BOTEOM FINISHES -# 
“PRODUCED BY 8B. B. CHEMICAL COMPA ue 
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COMFORT IS NUMBER 1 
IN THE SHOE PARADE OF TIME 





At the turn of the 20th cen- 
tury, when «skirt lengths 
reached the sidewalks, the 
sailor-strawed smart dress- 
ers chose high buttoned kid 
boots for everyday wear. In 
their era, the Gibson Girls 
were young moderns and 
some of the styles they 
adopted are influences upon 
today’s fashions. 





In American Colonial days, this 
patented Modesty Machine was an 
innovation for decorously fitting 
the fashionable woman to the most 
comfortable shoes. The styles 
comprised a slipper and a bootee, 
neither of which really required 
the use of a shoe horn. 


























In 1925, the correctly dressed wo- 
man selected an oxford or the 
popular Southern tie as the smart 
shoe which also provided comfort. 


Today, the limitation on pat- 
terns puts emphasis on leather. 
The extra activities which wo- 
men have imposed upon them 
accent their need of comforta- 
ble shoe leather . . . the best 
description of which is 


Sunita 
G. LEVOR & CO... INC. 
Tanners for 67 Years 
GLOVERSVILLE 





N. Y. 
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MEN come in all sizes—tall and short, heavy and lean—and we 
have found feet to be as variable as individuals. 


Sizes and widths are of supreme importance if merchants are to 
give good fitting service in Johnsonians to merit the new Ration 
Coupon + !8—a man's right to foot freedom. 


In every pair of Johnsonians—PERFORMANCE VALUES: 


JOHNSONIAN DIVISIO 


v. A concentrated line, trimmed to 


essentials. 


. Smartest Shoes on the Square— 


continuing classic styles for men. 


- Best selections of available 


leathers and materials. 


. JOHNSONIANS are scientificaily 


assembled to appeal to the 
greater number of American men 
in all walks of life .. . the most 
for their shoe dollar. 


p. v. America's great Square Deal or- 


p. v. 


ganization, with its great, busy 
manufacturing and marketing 
facilities — build JOHNSONIANS 
with faithful regard to the econ- 
omy of production. 


Every pair bears the name 
JOHNSONIAN and is tied up in 
national cooperative advertising 
through window and trade name 
publicity . . . a teamwork by 
thousands of merchants—to make 
the name famous. 


“FREEDO 
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ENDICOTT-JOHNSON 


NEW YORK CITY © ENDICOTT, N.Y. © ST. LOUIS, MO. 
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STITCHDOWN SLIPPER FOR 
REST AND COMFORT 
WEAR 


* 


Made of Black and Brown Kid 
Full Lining . . 
Genuine Leather Sole 


restricts ship 
ase for 


NO COUPON 
REQUIRED 


* 
At $2.00 per pair in 
36 pair case lots only 


CAVALIER SLIPPER LG 
For Men 


IN SIZES 6 to 11—7 to 12 
E WIDTH 


WELL-BUILT 


SHOE MFG. 
COMPANY 


MILFORD, MASS. 
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He fits her to a white 
oxford #326 last with a 
#3 heel elevation that 
gives her a norrow heel 
fit and free tread pos- 











Se eee ene 








Scientific of 
the need of a cus- 
tomer for a built-in 
a cushion and higher 
quarter will give 
this victim of infan- 
tile paralysis good 
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BS) 


Rockman and 








Stillman confer 






_on the correct 







shoe for a dis- 





tant customer's 














~ needs. 






The feet of a busy begs. 
tician are given critica 
examination by A, j. 
Stillman to determine 
the weight bearing pres. 
sure and the proper heel 
elevation. 










FOOT FATIGUE INCREASES 
IN WAR TIME—W. B. COON 
SHOES BRING RELIEF . .. 


Says A. J. Stillman, Wilbur Coon Shop at 24 Halsey 
St., Newark, N. J.: "Younger women are coming into 
our store for relief from aches and pains in the feet— 
from standing up to machines in war plants in Harri- 
son, Carney, Bellville, Bloomfield and Newark—the 
power plants of production.” 


"W. B. Coon Shoes are considered ‘precious posses 
sions’ by our customers for ‘every pair must fit or it 
won't be sold by us'—and customers are most co- 
operative for if ‘she can't get the size in white, she 
will take it in black or brown.’ " 


“Our service to troubled feet has become indispens 
able and when we do a foundational job on shoes 
for a woman-who has had an accident or infantile 
paralysis or some sort of locomotional disturbance— 
we receive her everlasting gratitude and recommen: 
dation." 


So we believe the time has come to classify W. B. Coon 
Shoes as first essential to American women who must 
walk and work in shoes especially created for "troubled 
feet." 


« Priced to Retuil at "8 to UE 
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NEXT TO VICTORY BONDS 





W. B. COON SHOES 2c one Coif ceveiieni7” 


Looking to the future, A. J. Stillman in his 
owner-operated shoe store, says: ‘Next 
to Victory Bonds, W. B. Coon Shoes are 
our best investment. We have never 
taken a loss on a single pair — in fact, 
our future is inseparably tied up with the 
lasts, fine shoemaking, skills and services 
rendered by W. B. Coon Co., Rochester, 
N. Y." 


W.B. COON SHOES—SELECTIVE IN-STOCK SERVICE— 


is now on a war basis of operation—utilizing only those 


materials not essential to our military forces. 


A—FREE TREADS: A related series 
of broad tread straight lasts. 


B—OUTFLARES: A related 
series of broad tread outflare- 
lasts. (Both of the above groups 
are available with the TRI- 
BALANCE insole as well as in 
the conventional welt construc- 
tion.) 


COON COMPANY 


Above we see A. J. Stillman and 
S. S. Rockman putting the emphasis on 
"shoe fitting by last elevations". The 
“customer in white" on the opposite 
page was fitted by last +368, eleva- 
tion 3. This refinement in shoe fitting 
technique is made possible by a manu- 
facturing organization that coordinates 
its lasts to the needs of hard-to-fit feet. 







37 CANAL STREET © ROCHESTER, MW. ¥. 
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Tue full page advertisement at the left appears in Collier’s, June 1I, 
Life, June 18, and Saturday Evening Post, June 23. 

The use of GR-S (a Government Reserve Synthetic) in rubber 
footwear is in the preliminary stages. It does not change the styles 
or kinds of footwear available. As developments progress we will 
keep you informed. We can assure you that when GR-S rubber toot- 
wear comes to you bearing either one of these names — Hood or 
B. F. Goodrich—it will have behind it many months of successful 
experimenting and testing. 


These magazines have a combined circulation of 
more than 9 million copies and reach an audience 
of 48 million readers. 


Hood Rubber Co. 


A DIVISION OF 


CS Lae he ; REE PE 2 RS cote it ea FIRST INR 
POOTWEAR LABORATORIES AND FACTORY, WATERTOWN, MASS: UBBE R 
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KANGAROO: raINno STRENGTH 


AND KID SOFTNESS... 


suppleness and comfort, and is a strong, long 
wearing leather. 





Coming, as they do, from far off Australia, ship- 
ments of Kangaroo skins are, quite naturally, 
not as frequent, nor as dependable as they would 
be under normal, peacetime conditions. But, the 
important fact is that they are still coming . . . 
and in volume enough to indicate that there will 
be reasonable supplies of Kangaroo Leather at 
least for the immediate future. To the retailers 
who sell shoes of Kangaroo Leather, and to the 
customers who wear them, this will be good 
news indeed. Kangaroo, long a favorite, provides 


ot on 
‘ 

= GAR 
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Yes, Kangaroo is 17% stronger, weight for 
weight, than any other leather, and its soft 
glovelike surface makes it most comfortable, too. 
Its tight-grained surface develops a lasting bril- 
liant, highly glossed finish after shining. With 
Kangaroo so much in the War news, shoes of 
Genuine Kangaroo Leather continue to be an 
important part of the shoe business. 





by the... 


[9 SURPASS LEATHER COMPANY 
Umnthiih RICHARD YOUNG COMPANY 
TANNED /N ZIEGEL EISMAN COMPANY 
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A Citation... 


‘ 
V HEN it comes to handing out cita- 
tions for distinguished service, we 
recommend ... 

The man who can look at his empty 
shelves and yet keep a full heart and 
atrue perspective on life .. . 

The man who never for one instant 
forgets that there’s a war going on... 
and that’s why things are different... 


The man who quickly says, “Of 


GEO. E. KEITH COMPANY ~* 


June 15, 1943 


course the government comes first. 
Ten million fighting men to supply 
with shoes. Wouldn't I be a fool to 
sit here and expect our boys to go 
barefoot just so I could get an extra 


pair of barefoot sandals.”... 


The man who admits frankly, “Sure 
I'd like to get my share of shoes to 
sell but so would thousands of other 
retailers. I'll wait my turn.”... 


To this man, who in his patient un- 
derstanding is one of the unsung 
heroes of the war, we give our 
thanks and make this pledge .. . 


We will maintain Walk-Over qual- 
ity. And, though government con- 
tracts are taking a big part of our 
factory space, we will allocate what 
remains to loyal customers as fairly 
as humanly possible. 


MAKERS OF WALK-OVER SHOES 


Campello, Brockton, Mass. 




















Mommas Howe 


buying Champ 


One by one the woman meets and kayoes 
those challengers of the American way of 
life—shortages, rising prices, black markets, 
Some said she couldn’t cope with them. But 
she did . . . and she will! 

The woman has always been your best 
customer. But in this war year her job is 
infinitely more complex and technical. She 
needs help .. . advice on planning, budgeting 
and buying. 

And here the women’s magazines are ful- 
filling their highest purpose . . . service! So 
well do they meet the woman’s wartime 
needs . . . so aptly do they advise her . .. 
that reader-interest in Companion editorial 
and advertising pages has gone up by leaps 
and bounds . . . is today at an all-time high! 

And mark this well. Both today and in the 
future, the woman will return in full mea- 
sure the help you give her now. This is your 
opportunity to win and hold her confidence 
...to stock and feature nationally-advertised 
products of high quality...to put this mighty 
Companion influence to work for you! 


Mother and Daughter Shoes 
Spotlighted in July Companion 


You'll be especially interested in the big double 
spread that shows fetching mother and daughter 
combinations. Like the rest of the ensembles, the 
shoes are either identical or adapted, in both adult 
and child sizes. Featured are the popular Baby last, 
the Ballet last and the Oxford last. Wouldn’t it be 
a good idea to promote this as a window display with 
the merchandise? It’s a good way to show the public 


that you're up on your toes! 


HERE ARE COMPANION FOOTWEAR ADVERTISERS: 


Danie! Green Slippers Weather-Bird and Peters 
Dr. M. W. Locke Shoes Diamond Brand Shoes for 
Enna Jettick Shoes Boys and Girls 
Krippendorf Foot Rest Shoes Selby Sty!l-Eez Shoes 


ompanion 


UNDERSTANDING WOMEN IS OUR FULL-TIME job 
THE CROWELL-COLLIER PUBLISHING COMPAN 


PUBLISHERS OF WOMAN’S HOME COMPANION 
COLLIER’S ... THE AMERICAN MACAZIN 
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In past summers, young Americans had more many other war products. They're “speeding 
. fun, enjoyed more sports because of rubber up the war” for the men in our armed forces! 
_— sole canvas sport shoes. ‘““Tennis shoes” be- Merchants, for many years, have found 
double came part of the American way of life. De- Ball-Band Canvas Sport Shoes a real profit 
aughter sign, materials, construction had all been item. But now, of course, the manufacture of 
er improved through the years until these were these shoes has been discontinued. If you 

by last, real shoes—not just substitutes for going are fortunate to have some pairs in stock, let 

"t it be barefoot. Ball-Band ads told millions of us make a suggestion: make them go just as 
jay with American boys to “Speed Up Their Play” far as possible. Serve more customers by 
> public with the famous Red Ball shoes. This year, confining sales to “just Gne pair to a cus- 

however, rubber and canvas have more im- tomer.’ Urge your customers to take good : 

FISERS: portant jobs to do; they’re used in lifesaving care of them . . . to wash them frequently . . . : 
— boats for flyers . . . barrage balloons .. . self- to wipe off oil and grease at once . . . not to 
Shoes fer sealing fuel tanks for planes . . . tires for all leave them in the sun. This means your cus- 
a the vehicles of a mechanized army . . . for tomers will get all the fun. . . all the comfort 

lifesaving suits, waterproof footwear, and ... all the wear out of them. 


MISHAWAKA RUBBER & WOOLEN MFG. CO., 280 Water Street, Mishawaka, Indiana 


“ms BALL:‘BAND 


reais CANVAS SPORT SHOES 
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The Efficiency of 
131 Million People is at stake 


OF ALL THINGS worn by human beings, shoes are the 
most essential. Second only to food, shoes are the most 
vital article of human use. 

This is demonstrated on the military front by the care 
used by procurement officers in obtaining the best possible 
shoes for our fighting men — clear testimony of the im- 
portant role of shoes in war. 

On the home front, a rapidly expanding medical and 
orthopedic science again confirms the vital role played 
by shoes. 

The editors of BOOT and SHOE RECORDER recog: 
nize the vital nature of their services to a nation at war 
— to a nation that must build for a lasting peace. With 
the June 1 issue, the RECORDER embarked on a program 
of increased editorial service to the shoe trade: mews of 
interest, and more interpretation of the meaning and effect 
of that news; more merchandising guidance; more post-wat 
planning; more scope for ‘“The Editor’s Outlook,” trenchant 
editorials of Arthur D. Anderson; and improved physical 


attractiveness, new dynamic war dress. 


PUBLISHED ON THE FIRST AND FIFTEENTH OF BVERY MONTH 
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The opportunities and responsibilities of the advertiser in this 
situation are legion. Every manufacturer of shoes, every supplier 
of materials and equipment and every service organization in the 
shoe trade shares with BOOT and SHOE RECORDER the job 
of seeing to it that the industry functions at top efficiency for the 
welfare of America’s 131,000,000 men and women and children. 

Have you better products, methods, or services that will help 
speed up wartime production now? Have you ideas that will 
eliminate waste in materials or manpower? Have you a brand 
name to defend and to keep alive so that you can provide real 
jobs in the post-war period? A name that must be kept a selling 
name, to guarantee profits that will preserve the American enter- 
prise system ? 

To accomplish these and countless other objectives, systematic 
and continuous advertising in BOOT and SHOE RECORDER 
will benefit the entire trade, the entire country . . . will help the 
shoe industry do its wartime job now and to prepare for success- 
ful service in the peace to come. 

As essential to the shoe industry as its products are to human 
consumers, the RECORDER is the prime means of contact be- 
tween the manufacturer and the merchant. To play a constructive 
part in this program, plan a substantial advertising schedule now. 


NATIONAL VOICE 







wtp 





Vel CERIV Met 
deme 1. teag 








































The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
CLEAN MACHINES AND OCD tenance may vary, but the adequate equi 
LUBRICANTS WILL RESULT IN: pene eae 

ping of an individual concerned with 
© Reduced weer and Grechage machine care, whether he be operator or 
@ More continuous production w E ‘ . 

full time maintenance man, is as essential 


@ Reduced power consumption 
© Smooth running machines today as bullets or field rations are to a 


@ More and better work soldier. 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


URAC | TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oil your 
Ammunition. 
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vO TIME FOR A MIS-STEP! 


SMART RETAILERS STAY WITH GERBERICHS 


BALANCE is in a great part made of 
judgment; establishing a true course and 
adhering strictly to it. That is why Ger- 
berich dealers find themselves in such a 
fortunate position, now that rationing 
makes quality so vital to the merchant’s 
staying in business. Identified with a 
name that has always stood for the best 
quality procurable, their customers know 
today that Gerberich standards of work- 
manship, and the quality of the materials 
from which they are made are still un- 
































excelled. This consumer confidence in 
Gerberich Quality, and in the merchant 
who sells it, is well worth preserving un- 
tarnished through the uncertain days in 
which we live. 








ro- 
for We believe that Gerberich dealers realize 
tal how hard we've been striving to keep 
; dealers abreast of mounting orders. We 
ask them to bear with us for just a while 
longer, and to remember that Smart 
uln- Retailers Stay With Gerberich-Payne. 
1ip- 
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RBERIGH 


Ph SHOE COMPANY + MOUNT JOY, PENNSYLVANIA 


NEW YORK OFFICE, MARBREDGE BUILDING, ROOM 405 + LOS ANGELES, HOTEL LANKERSHIM 
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OLD GLORY 
In this beloved flag 


center our hopes for 
Freedom and a better 



















ARMY-NAVY “E” 
Emblem of high 


achievement in the pro- 
duction of war materials 
by Converse men and 
women. 


TREASURY “’T” 


100% strong, every 
single Converse worker 
is investing 10% or 
more in War Bonds un- 
der the payroll allot- 
ment plan, thus meriting 
the“T“ on the Treasury 
Minute Man Flag. 





CONVERSE 
SERVICE FLAG 


Symbol of our faith 
and pride in Converse 
men who hold our colors 
highon the fighting 
fronts. 




















iT [lags fly tor Freedom 
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‘Au OUT FOR VICTORY” is more than a pleasing phrase at Con- 
verse—it’s the goal against which management and workers alike meas- 
ure each day’s accomplishments. Converse men and women have swung 
whole-heartedly into every phase of the war effort. Whether it’s the 
production of more and better equipment for our fighting forces, the 
10% purchase of war bonds by every worker, donations to the Red 
Cross blood bank, or growing vegetables in the company’s Victory Gar- 
dens—whatever contributes to the defeat of America’s enemies com- 


mands their enthusiastic support and co-operation. 


This same loyal spirit... this same desire to do things just a little 
better... finds its reflection in the improved and expanded line of 
Converse Waterproof Footwear that’s being planned now for after-the- 


war civilian markets. 


ONVER 


i (cm OM A]. | 3 


WATERPROOF an 


e FOOTWEAR i 212 W. Monroe St. 





CONVERSE | 
RUBBER 
COMPANY 


Malden 
Massachusetts 























NEW YORK 
200 Church St. 
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Crafted in 
andtite 
for ENDURING 

ELEGANCE! 


Glovefit 
Tommy Last 
by 


ANDREW GELLER 


Brooklyn, N. Y. 
Hubschman’s Calf, 
Color 524 


HUBSCHMAN & SONS, INC., Philadelphia, Pa. 
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DREW SHOES — The backbone 
of Postwar Customer loyalty \.. 


Do you remember when "repeat" cus- 
tomers were the backbone of any well 
established shoe business? That was in 
peace times .. . and peace will come 
again. Then the "repeat'’ customer will 
be the one who bought Drew Shoes be- 
fore the war .. . and is buying them dur- 
ing the war. 












Satisfied “repeat'' customers depend 
upon proper fit as being the first requisite 
of longer wear, greater walking comfort, 
THE MAXIE. No. 7601. Black satin ANA tailored smartness. 


Ras vee meas Somes 
Pink 0 taaicint No wonder, then, that Drew Shoemaker 
have spent so much time in developing 
lasts and patterns that insure better fit, 
exerting every facility in scientifically im- 
proving shoe construction and quality to 


make shoes fit better and still better. 





Drew Shoes hold top rank now. . . and 
always will . . . as shoes that look better, 
fit better, and wear better. 





FEWER SHOES TO WEAR 
Means MORE WEAR PER PAIR 


THE MANOR. No. 6917. 
Semi-Bright Black Kid, 6 
Eyelet Stetson Tie (Ortho- 
pedic Construction), Long 
Orthopedic Counter, Extend- 
ed Arch Rest Insole, Extra 
Eyelet for Fine Fitting, 
Heavy Outsole, 152 Last, 
14/8 Broad Leather Heel. 


Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. ; 
Dr. Hiss Shoes to retail at $8.95 and $10.95. 


Daur bch F2th Loe 
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THE IRVING DREW CORPORATION, LANCASTER, OHIO—New York, 746 Marbridge Bidg. 
Women's Fine Welts for Over Fifty Years 
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No. 18 is the lucky number from 
this date on. 

When you're 18 years of age 
you're ready to shoulder a gun. 
When you're in a shoe store and 
ready to detach a No. 18 coupon 
from the Ration Book you are ren- 
dering a service to an important 
individual on the home-front. 

A salute to No. 17 in the passing 
parade! Just as B-17 is the famous 
bomber of American victories so 
Ration Coupon No. 17 changed the 
entire course of shoe retailing for 
with it a person could get shoes and 
without it, no matter how much 
money a person might have, no 
shoes could be obtained. 

As No. 17 passes in review— 
after a four-months’ march into the 
shoe stores of this country—let’s 





give some measure of thanks to the 
democratic principle of “share and 
share alike” for now we see that it 
was only by a rationing system that 
shortages could be controlled so 
that every man, woman and child in 
America might have a pair of shoes 
for that initial period under ration 
control. 

Here’s a letter for the records. 
It's from a shoe man in a shoe store 
who modestly desires to remain 
anonymous. 

“A situation which was bad has 
gotten worse and seems destined to 
become even more so as the June 
15th deadline approaches. 
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“It seems to me that one great 
underlying factor in creating this 
situation has been overlooked. 

“I am manager of a ladies’ shoe 
store for a.chain doing a nice vol- 
ume of business. However, since 
wages have been pegged I can an- 
ticipate no increase in salary re- 
gardless of how much increase | 
show, although along with every- 
one else I suffer from a kiting of 








living costs and various war deduc- 
tions. 

“However, I am still given month- 
ly quotas, regardless of lack of mer 
chandise, rationing and what-not 
and the only way I can supplement 
my income is to exceed my quotas. 

“I personally am passing up from 
$200 to $300 in velume every week 
by turning down stamps and it 
would seem to me that one way to 
stop this practice would be for 
every chain operator to be notified 
that they as well as their managers 
would be held strictly accountable 
for any violations, making it man- 
datory on the operators to quit con- 
doning and winking at the practice. 

“Another help would be for the 
OPA to issue cards informing the 
public that these stamps would not 
be accepted and make it a ‘must’ 
that these cards be displayed promi- 
rently in every shoe window and 
store interior. 

“Another factor that makes for 
loose stamps is that the mail order 


houses advertise that they can be 
used for mail orders which leads to 
a false belief that they can be used 
in this manner for any purchase. 
“Why not make it necessary that 
these stamps be certified for mail 
order only, if so used, by the local 


board. 


“In an effort to stamp out this 
practice locally I am taking up the 
matter with our local Retail Bu- 
reau and hope to get all shoe mer- 
chants together on newspaper space 
advising the public that no store 
will accept stamps removed from 


the book.” 


MILTON M. GAIR of Redlands, 
Calif., sends a message to the citi- 


zens of Mexico who have helped 
pick oranges, as follows: 








“Gracias, amigos, muchas gracias 
—sois buenos vecinos.” 

The balance of the text in Spanish 
(translated into English in adjacent 
column) reads as follows: 


“What helps the farmer, helps win the 
war. 

“We hope that our citizens here have 
treated you as well as you have treated 
us. You have proven that civilian soldiers 
of democracy can fight and win a battle 
on the food front. All America is grate- 
ful to you. You have shown us a marvel- 
ous example of being a good neighbor. 
Your contribution is a challenge to us 
here in the United States to work out a 
better understanding and appreciation of 
Mexico and your fine people. Every 
orange you picked was an orange saved 

. every orange saved was a bullet for 
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our common enemies. We shall never for- 
get how quickly you answered our call 
for help on the food front. You have not 
only helped in the winning of tue war 
for Mexico and the United States but of 
equal importance you have helped tangi- 


bly in the WINNING OF THE PEACE 
...the TRUE PEACE OF GOOD WILL 
AND EQUAL TREATMENT OF ALL 
MEN REGARDLESS OF RACE OR 
CREED. A friend in need is a friend 
indeed; so to those of you who are leav- 
ing us we gratefully say: “Good-Bye, and 
Many Thanks . . . Citizens of Mexico.” 

Merchant Gair always winds up 
saying, “Being a locally-owned in- 
stitution the profits from every 
transaction you give us—or other 
locally-owned institutions—will re- 
main in Redlands to help make your 
home town a better place in which 
to live.” 

* Soe % 
BRIGADIER GENERAL WM. C. 
ROSE, Chief, Executive Services, 
War Manpower Commission, says: 

“Study your activities to see if 
you are hoarding labor. We know 
as a matter of fact that many em- 
ployers, either consciously or un- 
consciously, are hoarding labor. 


¢ 








This hoarding takes on several 
forms, the maintaining of highly 
skilled workers idle at full pay pend- 
ing the time that they will be needed 
instead of releasing them for vital 
war work elsewhere or the use of 
skilled labor on tasks that could be 
done by less skilled hands. I can- 
not emphasize too strongly that with 
the supply of men with important 
skills so limited, we must employ 
them judiciously on the kind of 
work that only they can do, leaving 
the simpler tasks for those of less 
experience and training. This re- 
quires carefully thought out train- 
ing programs and upgrading.” 
* wt + 


RANDOLPH P. BUTLER, Chief, 
Leather Section, War Production 
Board says: 

“We frame an order to meet a 
given condition and fulfill a specific 
objective. Under the circumstances 
it is obvious that no one can pos- 
sibly anticipate the repercussions of 
a regulation on every tanner or 
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A TOMORROW WILL COME 





—it's good policy to be humble 
when you're sitting on top of the 
world. 

—And this little world of ours is so 
full of deadly explosives that 
the above axiom carries double 
weight. 

—A well-known and highly success- 
ful shoe manufacturer who visited 
us recently said: 

—"It's bad policy to take a high hat 
attitude towards your customers when 
you are on top of the wave. We, too, 
are turning away business but we 
are bending over backwards to keep 
our customers pleased and to pacify 
those merchants who would like to be 
our customers. We feel that this atti- 
tude on our part is going to be one 
of the best investments we can make 
during a period such as this.” 

—A host of letters coming to the 
Recorder office from good, solid 
retail shoe merchants bear sad 
witness to the apparent indiffer- 
ence and carelessness of many 
manufacturers towards their cus- 
tomers and future prospects. 

—An irritated customer today may 
well prove to be an unwilling sales 
prospect tomorrow. 


President 





every manufacturer. With the best 
of intentions and the best of advice. 
some end results are always prob- 
lematical. While you are completely 
entitled to consult with the Leather 
Section of the War Production 
Board at all times I should very 
much like to urge you not to be too 
ominous in your expectations of 
things to come before the ink is 
hardly dry on an order. I am not 
asking that anyone wait until he is 
actually hurt before submitting ap- 
peal for relief, but at least you might 
wait until it is apparent, until you 
know how you will be hurt. In far 
too many instances the objections, 
the criticisms, and the appeals we 
have received, have eventually 
proved unfounded.” 





SAM H. EMMETT, manager of 
Krauss Shve Departments, New Or. 
leans, had a most effective re. 
minder of the expiration date of 
Shoe Ration Stamp No. 17. You 
might remember it when it comes 
io the expiration date of Stamp No. 
18. Day by day the ads read: 

“ONLY 6 MORE SHOE STAMP 
SHOPPING DAYS TO JUNE 
15TH.” 

For twenty days the advertising 
appeared with its day-to-day warn- 
ing that the ration stamp would ex. 


pire so many days ahead. 
* * tt 


MR. N. B. GRIFFIN, General Man- 
ager of The Selby Shoe Company 
of Portsmouth, Ohio, says: 
“There is great doubt if a stand- 
ardization of the shoe industry 
would do any net good. Under the 
existing regulations, the shoe indus- 
try is boiling down to fewer pairs 
and a considerable saving in mate- 
rials. The standardized shoes very 
likely would not effect any greater 








economy in material unless it came 
through the women becoming so 
disgusted with the style of the shoes 
that they would buy fewer. Over 
against that is the fact that the 
standardized shoes would be high 
cutters. 

“For instance, take the ever pop- 
ular staple gypsy. It is, and prob- 
ably always will be, one of the high- 
est cutters in any range of patterns. 
Even the blucher oxford such as the 
WAACs wear is not a particularly 
economical cutter as it takes just as 
much leather as the ordinary oxford 
—possibly a little more because it 
is higher cut. 

“Any shoemaker will tell you that 
pumps take less leather than any 


“other kind of shoe, and so long as 


the women prefer these less expen- 
sive cutters, we are definitely mak- 
ing a saving by continuing the pres- 


ent patterns.” 
i . te 


MELVILLE KAUFMANN, presi- 
dent, California Shoe Manufactur- 
ers’ Association, says: 


Boot and Shoe Recorder 








ae a ee Se 


—_ ‘ries a @6 fee ae aoe a lhCUlUceeelCUklC 


lan} 


~~ See ee 








or of 
w Or- 
Pre. 
te of 
You 
omes 


» No, 


AMP 
UNE 


‘ising 
varn- 
d ex- 


Man- 


pany 


fand- 
ustry 
r the 
\dus- 
pairs 
nate- 
very 
sater 


ame 
; $0 
hoes 
Wer 

the 
nigh 











“Our industry in California has 
become great because it has given 
full scope to the designer’s imagi- 
nation. It has become a quality 
item of apparel because the foot- 
wear manufactured and sold has 
met rigid standards in its various 


CoA\ 
wAR 








price fields. The two present prob- 
lems most disturbing to the forward 
looking shoe men are the subtle yet 
at times clear trends toward stand- 
ardization on the one hand and in- 
ferior shoe manufacturing engen- 
dered by the pressure to develop 
non-rationed shoes. 

“These ugly and unnecessary 
signs of the times merit our imme- 
diate consideration and will be 
amplified in the future. 

“Operations among manufactur- 
ers are mostly revolving on a 90- 
day basis, with many plants ex- 
perimenting with non-rationed foot- 
wear in the grades and in the shoe 
making standards already establish. 
ed by the several factories. 

“California manufacturers and 
retailers are also looking constantly 
at their post-war shoe world and 
planning for it. These plans are in 
some cases still quite embryonic, in 
others in more or less tangible form. 
Let it be said in passing that the 
background of California is loom- 
ing large in their thinking because 
all can clearly see that ‘westward 


the course of Empire’ is moving.” 
. He ey 


DYNAMIC Detroit is finding more 
action through its Michigan Retail 
Shoe Dealers’ Association than per- 
haps any regional retail association 
in the land. 
. Their motto is: “In Unity There 
Is Strength” and they frequently 
live a hell to interpret the fast 
changing situation in shoes. 
* aa * 

PHILIP APPLEBAUM, Shoe De- 
partment, Manchester’s, Madison, 
Wis., has discovered a silver lining 
in shoe rationing. 

He reports that it has eliminated 
95 per cent of the exchanges they 
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had formerly. The women take 
longer to make their selections and 
are more careful what they buy. As 
a result, they are more satisfied the 
first time. 


“In the long run it saves their 
time and ours—their dispositions as 


well as ours.” 
* os . 


THE Better Business Bureau of 
New York City, Inc., held a meet- 
ing recently of shoe retailers who 
are members of the Bureau, at the 
Advertising Club of New York. 
Fraudulent representations in the 
advertising of shoes was reported to 
the meeting by H. J. Kenner, Gen- 
eral Manager, and action taken to 
halt the same. Dealers in shoes 
bearing false labels of famous-name 
retailers have been penalized for 
this offense in a number of cases 
carried through the Courts of the 
City Department of Markets, Mr. 
Kenner stated. He cited the recent 
conviction of a Brooklyn dealer 
who was sentenced to three months 
in jail, in the Court of Special Ses- 
sions, for selling shoes represented 
falsely to be made by a well-known 
Fifth Avenue department store. 


Misdescriptions of shoes and 
hosiery have declined during the 
past year, Mr. Kenner told the re- 
tailers, as have misstatements about 
prices and values of shoes. The 
Bureau has been active in protect- 
ing the shoe-buying public during 
a number of years with the cooper- 
ation of leading shoe retailers and 
manufacturers in the city. 








H AROLD CONNETT, Chief, Leath- 
er and Shoe Branch, War Produc- 
tion Board, says: 

“The rapid development of war 
economy has impressed all of us 
with this paramount fact: Supplies 
cannot be taken for granted. This 
year with the facts of supply cut- 








ting across wishful thinking and 
comfortable hopes, realism has be- 
come imperative. There is no longer 
any room for waste motion, for the 
use of critical material in non-essen- 
tial goods. Available supplies must 
be utilized first to satisfy the abso- 
lute priority of military demand, 
and second, the most essential civil- 
ian requirements. Whatever mea- 
sures have been taken to achieve 
these objectives have been based on 
these premises. First, the amount of 
shipping allotted for hides, skins 
and tanning materials is not a guar- 
antee that an equivalent tonnage 
will actually arrive at our ports. 
Second, in so far as possible, the 
allocation of raw materials should 
follow the precedent established by 
comparative use in a reasonable and 
equitable base period. Third, when 
raw material stringency makes the 
operation of this latter policy dan- 
gerous, then it may have to be 
modified to assure the satisfaction 
of essential needs.” 





“No, smart guy! A manicure does not go with each pair!" 
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KEEPING BRITISH 
FIGHTERS ON THEIR FEET 


Leather is at a premium in Britain, 
and shoes for the armed services, 
as well as for civilians, are carefully 
repaired to effect the greatest pos- 
sible economy in this highly critical 
material. Owing to manpower short- 
age, members of Auxiliary Territo- 
rial Service do much of the work. 
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Battle of Washington 


ING in action following the sharp skirmish that 
been going on behind the OPA scenes—and some- 
es right out in front—is J. Kenneth Galbraith, who, 
his office as deputy administrator in charge of the 

ice Department, had come into close and frequent 
@ontact with the shoe industry and made a favorable 
impression on many shoe men. He spoke a year ago 
January at the National Shoe Fair at Chicago and 
generous in his commendation of the way the indus- 
had swung into action to assist the war effort. He 
pssed swords, it seems, with publicity-minded Lou R. 
on, of Detroit, whom Prentiss Brown recently named 
DPA public relations executive. 
| Dr. Galbraith, it seems, made the mistake earlier in 
of getting mixed up with the teaching profession, 
ing held a professorship in economics at Princeton 
lore Leon Henderson asked him to undertake the 
esponsibility of organizing the pricing set-up in OPA. 
rt. Maxon doesn’t think highly of “theorists and pro- 
ors,” leaning possibly to a school of thought that is 
juite powerful in wartime Washington and that favors 
mbing Hitler out of the war with press releases. 
, Well, anyway, Galbraith is out and it was predicted 

a number of other major OPA executives would 
ow him, but apparently the Administration came to 
conclusion that all of this internal bickering and 

Ssension was contributing little to the losing fight 
gainst inflation. Impending collapse of OPA, which 
hington writers and commentators had freely pre- 
wcted, was headed off for the time being, at least, by 
creation of the new Office of War Mobilization 
maded by Former Justice James F. Byrnes, with wide 
trs over all of the various bureaucratic agencies 
ing charge of non-military phases of the war effort. 
simply followed the Washington practice of setting 
'@ super-agency to take over the functions of an 
that failed, plus any additional powers the 
inistration might see fit to confer upon it. 
Will Mr. Byrnes succeed in accomplishing the tre- 
fous tasks assigned to him under the new OWM 
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set-up? Newspaper comment varies, but the common 
note that runs through the discussion is that he has the 
brains and ability to put it over if the Referee doesn’t 
step in to stop him in the clinches. As the enthusiasti- 
cally Pro-New Deal New York Post puts it: “Is this 
really a new office to link production, manpower, prices 
and wages, or is it just another office on top of an office 
on top of an office?” Wish we knew. 


* * * 


Fix Prices on “New Footwear" 


PRICES of new footwear for 46 producers were an- 
nounced by OPA on May 31. These are self-determined 
prices, effective May 28 and were established under a 
formula incorporated in Amendment 54 to the General 
Maximum Price Regulation. The amendment permits 
manufacturers to set prices on new products not sold by 
them or by competitors during March, 1942, instead of 
asking the national OPA office to set the price as has 
been required in the past. 

The self-determined prices are reported to the nearest 
OPA field office within 10 days of their determination 
and are the sellers’ maximum prices. Unless OPA 
specifically disapproves the price within 20 days after 
the application is mailed, the proposed price becomes 
the sellers’ maximum, subject to later adjustment. The 
amendment replaces the present Section 1499.3 (b) of 
GMPR. A form is provided for use in applying the 
price formula along with complete instructions. These 
changes in the methods of pricing new products are in 
line with OPA’s policy of simplifying procedure and 
increasing the authority of field offices. 

To demonstrate what it calls the simplicity of the 
formula, OPA cited the following example: 

A manufacturer has been making product “A” which 
has a maximum price of $1 under GMPR and has a cur- 
rent direct cost of 80c. The new products, to which 
“A” is comparable is “B” and has a current direct cost 
of 60c. Dividing the maximum price of “A”—$1 by its 
direct cost, 80c gives a mark-up factor of 114. This is 
multiplied by the direct cost of “B”—60c, establishing 


the maximum price for the new product of 75c. 

















"New Footwear" Defined 


NEW footwear, for the purpose of this amendment, con- 
sists of synthetic and plastic soled shoes, many of them 
with fabric uppers and not subject to the shoe rationing 
program when made without critical materials. The 
shoes, chiefly women’s models, are made with such sole 
materials as plastic, felt, wood, combinations of cotton 
and wool, cord and friction belting and some other 
fabric and synthetic substance. Other fabrics are used 
for the uppers, including linen, gabardine, faille, “imi- 
tation leather,” and other types of cloth. They range in 
style from oxfords and pumps to platform and play 
shoes. 

Individual prices set range from around $1.25 to 
about $4 a pair. In many instances these manufacturers’ 
ceilings will be somewhat higher than prices for com- 
parable leather or rubber soled shoes. This reflects the 
fact that many of the substitute materials cost more than 
materials previously used in standard shoes, according 
to OPA. Manufacturers are allowed the dollar or per- 
centage margin whichever is lower over total material 
and direct labor cost figured on a March, 1942, basis 
which existed during March, 1942, for a representative 
shoe selected as a “base.” 

Although the manufacturers’ prices and resultant re- 
tailers’ prices for the shoes will probably be higher 
than for the previous “base” shoes, OPA noted that the 
wearing qualities of the shoes themselves may be poorer 
in some instances and possibly about equal in others, 
depending upon the substitute materials. 

This situation, OPA officials said, points to the need 
for quality control in the shoe field. Such a program, 
they asserted would serve to give consumers greater 
protection against increases in the cost of living. 

On this point of tying quality to price, Price Admin- 
istrator Prentiss M. Brown said: 

“It is a simple and indisputable fact that quality 
deterioration is inflationary. Progressive dollar price 
inflation means that each dollar buys progressively less 
and less. Obviously a Federal agency charged by Con- 
gress with the duty of preventing inflation cannot con- 
fine its attention to the nominal dollar price and ignore 
the relation between that dollar price and what the 
dollar actually buys.” 

Approximately 100 additional shoe manufacturers 
who more recently filed applications with OPA for 
prices for new types of shoes, are now authorized to set 
their own prices under the amended provisions of Sec- 
tion 3(b) of the General Regulation. 


a * a 


New Ruling on Shoe Wire 


WIRE used in making footwear is considered an oper- 
ating supply, even if the wire is not charged to operat- 
ing expenses on a manufacturer’s books. This applies 
to toe lasting wire, staple wire, grip tacker wire, slug- 






28 





ging wire, taper nail wire and wire used for similar 
purposes. 

The ruling, contained in Direction 2 to CMP Regu. 
lation 5, means that shoe wire may be obtained under 
the uniform procedure which the regulation provides 
for obtaining maintenance, repair and operating sup. 
plies of controlled materials. 


ca * aa 


Constitutional Casualty? 


“CONGRESS shall make no law respecting an establish- 
ment of religion, or prohibiting the free exercise there- 
of, or abridging the freedom of speech or of the press, or 
the right of the people peaceably to assemble, or to 
petition the government for a redress of grievances.” 
First amendment: to the Constitution of the United 
States. 

“We know that in the world for which we are fighting 
and working the four freedoms must be won for all 
men. We know, too, that each freedom is dependent 
upon the others; that freedom from fear, for example, 
cannot be secured without freedom from want. If we 
are to succeed, each nation individually, and all nations 
collectively, these 
From President Roosevelt’s letter to the United Nations 
Food Conference on the occasion of its opening at Hot 
Springs, Va., May 18, 1943. 

“At Hot Springs, Va., the press of the United States 
and the United Nations was being barred by armed 
American soldiers from that access to the sources of 


must undertake responsibilities.” 


legitimate news which is the custom of democracy and 
the guaranteed privilege of responsible journalism.” 
From an article in The New York Times by Arthur 
Krock, its Washington correspondent, May 19, 1943. 


* * aa 


Extra Women's Safety Shoes 


WOMEN’S safety shoes, with plastic or fibre toe box, 
have been added to the types of safety shoes available 
through the issuance of supplemental ration stamps, 
under the same procedure that applies to men’s steel toe 
shoes, OPA announced in issuing Amendment 19 to 
Ration Order 17. 

Due to the increasing number of women in industrial 
plants, addition of plastic or fibre toe safety shoes was 
necessary since in the past women’s safety shoes gen- 
erally have not been made with the steel toe box. In 
adding these types of safety shoes, OPA pointed out 
that they were being included only until such time as 
women’s steel toe safety shoes become available. 

Special stamps for the purchase of these shoes can 
be acquired by women workers who have spent their 
own stamp 17, even though there are unspent stamps 
held by members of their families, if the worker needs 
this protection on her job. In plants authorized to 
handle safety shoe applications, workers will be able to 
obtain the special shoe stamps by application at the 
plants. Otherwise apply to the local ration boards 


either in person or by mail. 
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SHOE STORES 
TODAY and TOMORR 


A preview of post-war possibilities and a pictorial 
dramatization of what is being done today to keep 
windows and store interiors bright, cheerful and at- 


tractive in the midst of war. 





What will the post-war shoe store be like? 
BOOT AND SHOE RECORDER asked a 
number of manufacturers of store fronts, 
store accessories and store equipment, and 
received a variety of answers. No consensus 
appears to have crystalized, but the expres- 
sions of executives in these organizations, 
representing as they do the most expert 
opinion on the subject, are nevertheless in- 
teresting and significant. 

The thinking of some of the leaders in the 
field of store planning and equipment seems 
to parallel in a marked degree that of prom- 
inent factors in the automobile industry so 
far as post-war planning is concerned. They 
feel that it would be a mistake to look for 
radical and revolutionary changes immedi- 
ately following the end of the war. Some 
expressed the view that shoe store designing 
will take up practically where it left off, and 
proceed from that point to develop the 
changes and improvement which post-war 
conditions will demand. 

This viewpoint appears altogether logical, 
considering the difficulty of trying to visual- 
ize in advance what new developments in 
store design and equipment will be demand- 
ed by post-war conditions which can hardly 
be foreseen, plus the fact that store equip- 
ment industries are now too busily engaged 
in war work to devote much of their atten- 
tion to post-war planning. And so we ‘say 
to shoe merchants who are looking ahead 
and trying to determine what they should 
do to adapt their stores to post-war require- 
ments: “Study the trends in store design and 
equipment exemplified in the finest and most 
modern stores you know, which are generally 
similar to your own in size, kind and charac. 
ter. Then plan to adapt such of their features 
as have proved useful, practical and worth 
while to your own post-war requirements.” 


It’s a safe bet that display will continue to play 
its present all-important role in the post-war 
store. Modern lighting will aid in selling. 
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Returning armies will bring with them ideas and 
inspiration from abroad. But if World-War I psy- 
chology repeats, American ideas will prevail. 


That the post-war shoe store will be a thing of 


'y seems a foregone conclusion. But it is 
certain that beauty will be subject to utility. 





In the peaceful world of tomorrow, Americans 
will be eager to buy beautiful shoes of dependable 
quality in store environment reflecting beauty. 
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WINDOW THEME Of The MONTH 


LONGER WEAR THROUGH 


THE two interesting and attractive men’s shoe windows 
above were featured recently by N. Hess’ Sons, Baltimore, 
Md. Theme of the windows was service—exemplified by 
specialized fitting, orthopedic service, a shoemaking estab- 
lishment, and facilities for taking proper care of shoes 
all within the limits of the store itself. 

Both windows had cedar paneling for a background, 
and large brown photomurals set against it. One window, 
dealing with proper fit, featured a photomural of cus- 
tomers being fitted in the store, against which was placed 
a large blow-up of the Hess fitting staff. On a leather col- 
ored plaque appeared the following message: “We make 
them fit better! These highly skilled experts are more than 
salesmen and shoemakers. They understand the anatomy 
of feet as well as the construction of shoes. This experi- 
ence gained through the years enables them to perform a 
scientific Hess Service . . . to make your shoes feel better 
... to make them fit better.” 


Keeping in Step with the Navy.” A 
window of blues at Macy’s, New York. 











WE MAKE igEM 


LAST LONGER 





Care And Fit Windows ; current traffic stoppers N. Hess’ Sons, Baltimore, Md. 


RTTER FIT, CONSTANT CARE 


THE window above was devoted to proper care 


of shoes. The photomural depicted customers 
taking advantage of the store’s shoe shine serv- 
ice, and against it were posed the corps of “shoe 
shine boys.”” Copy on the plaque read: “We 
make them last longer! These Hess ‘Shoe Shine 
Boys’ are well known to Baltimoreans. Their 
long experience has taught them to know and 
appreciate fine leathers.—More important, how 
to treat them with the proper nourishing pol- 
ishes. They do their job well in rendering a real 
Hess service . . . to keep your shoes looking 


their best . . . to make them last longer!” 








PUTTING ON A Jy PACE | 


SHOE men are seemingly faced with the tough 
problem of giving their present shoe stocks of 
restricted styles the same consumer eye appeal 
as when last, color and pattern selections were 
wide open. 

The Wetherby-Kayser stores have attacked this 
problem by brightening up their stores. They 
have achieved a remarkable transformation in 
the physical aspect of the interiors and in the 
smartening up of their windows, all at a very lit. 
tle cost. What they have done can be accom- 
plished by other stores with a relatively small 
cost, all within governmental regulations. 

Here, as everywhere in stores favorably known 
over a long period of years as being associated 








At the Wilshire store, shown in large 
photo at extreme right, the furniture was 
good, but the colors were not in conformity 
to the brightening up process. So the furni- 
ture was dyed—an inexpensive job. 


Removal of bulky furniture, introduction 
of color gave the staid Pasadena store a 
feeling of spaciousness, with note of cor- 
dial gaiety—added by coat of fresh paint. 
Frederick Kayser checks with Miss Bel- 
shaw on the completed job. This picture 
illustrates the wall treatments and shows 
effects obtained in the Pasadena store. 


Illustrating the excellent effects to be ob- 
tained from using no-seam paper, with the 
ends rolled to form columns. The paper 
is inexpensive and may be changed month- 
ly in order to carry out fresh color ideas. 


with good grades of shoes, the management is 
finding that consumers are shopping more and 
more from store to store for certain definite 
styles. New people are flocking to town, attracted 
by the tremendous war industrial effort. From 
“the other side of the tracks” comes a surge of 
new buyers with cash in their pockets for good 
shoes. 


With these facts in mind, the need for store win- 
dows and interiors to put on a gay face is de- 
cidedly apparent. Old customers, who for the 
most part are pretty well loaded up with shoes, 
new customers looking for something better than 
their custom, alike react favorably to bright, 
lively shoe store-settings. 


by HARRY R. TERHUNE 


Based on an Interview with Miss Flo 
Belshaw, Advertising and Promo- 
tional Director for the Three Success- 
ful Wetherby-Kayser Shoe Stores in 
the Los Angeles Retailing Area. 
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Bur. along come some government direc- 
tives saying in effect, “Naughty, Naughty. 
You mustn’t spend any money for such 
things.” How Wetherby-Kayser have done it 
without sidestepping government regula- 
ations is an interesting story. 

Wetherby-Kayser have three local stores; 
Pasadena, the one on Wilshire Boulevard’s 
Miracle Mile. and the downtown Los Angeles 
site. The latter store is fairly new, and re- 
quires only show window smartening, week 
in and week out, as do all stores. 

Both Pasadena and Wilshire were some- 
what “stuffy nice” as was current ten years 
ago. Now they are as gay and cheerful as can 
be, with the total cost for each store’s face 
lifting job well under the hundred dollar 
mark. Of course Pasadena’s carpeting was 
extra, as allowable under government rulings. 

Here is how Flo Belshaw describes the “how” angle of 
accomplishing all this, since this is her particular forte: 
“One day the last of January, the management and I sur- 
veyed the Wilshire and Pasadena stores with a critical eye. 
The decision was that much could be done to give them a 
gayer, happier tone—so we started with Pasadena. Every- 
thing was in beige tans—walls, seats and carpets. 

“The carpet was showing signs of wear, so the bulk of 
our money set aside for redecoration was used for a new 
carpet, a soft blue green. Next we decided to switch furni- 


ture—moving the heavy bulky beige pieces from Pasadena 
and placing in their stead more colorful pieces of rust, 
from an unused second floor in the downtown store. All 
this had the effect of opening up the floor space. Previ- 
ously it was cut up; now it is open from street to back 
walls. The same store now looks twice as large as previ- 
ously and vastly brighter. 

“Using those two carpet colors, rust and blue green, as 
a basis, wall decorations were keyed to them. Along one 
wall was a series of cubby holes for shoe display—fifteen 
inches deep, with no lighting—which did little for shoes. 
These were blocked in half with beaver board (the only 
material not on the priority list) and painted a chartreuse 
green. The display spots were then tied together with more 
beaver board panels upon which was painted a magnolia 
design, giving a long sweeping line down the room. Bal- 
ancing panels were placed on the other side. 

“Ivy and brick to give a Spring touch were used in dis- 
play plants placed by the doorways in wrought iron fix- 
tures. The finished effect was pleasing—certainly a lot 
more cheerful, and cost very little outside of the carpeting. 

“Next we went to the Wilshire store, where again all the 
tones were in beige, and here we added our color by hav- 
ing all the seats and drapes dyed a lime green. The long 
lines of the room were broken by display panels—again 
using magnolias, but this time they were used in relief. 
Since the lines of the store were good, less had to be done, 
but the color we added made it a changed place. 








“Window displays came into the A 

picture also, and here we changed 

from severe wood paneling to unit 

display by using expanses of no-seam 

paper—rolled at the ends to form col- 

umns—and dividing each window 

into a series of sections. As the paper 

is not expensive, and people tire of 

one color, the background can be 

changed every month or two. For dis- 

playing merchandise, we now try to 

make each display tell a story in a 

dramatic way instead of placing a : 

group of shoes in the window with a - a 

few Spring flowers. 4 . ay 
“Thus we feel we are keeping our Re 

store up to date by the use of color | Bk 

which will change with the seasons 

and will be one way to help boost the 

morale of our customers.” 


Unit displays ure set in many eye-catching ; 

spots. This one is the answer to the con- 7 +3: fac 

stant question of what the store offers in aa ges fee 

the way of unrationed footwear. Spot sales, ae : yen 

as well as extra sales result from high- of 
lighting the merchandise. the 





dre 


Panels were added to the Wilshire 33 in\ 
Boulevard store to break the long ¥; fail 
lines, Ajter they were installed, a PN ee , et cor 
bit of last moment “just right” ee eg } ; — cor 
fixing was done by Miss Belshaw. re - : i dis 
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Unit Rationing System More Practical 


W. W. STEPHENSON, RATIONING EXECUTIVE, TELLS WHY CHANGE TO 
POINT SYSTEM FOR SHOES IS NOT CONSIDERED ADVISABLE — AD- 
DRESSES DIRECTORS AND MEMBERS OF MICHIGAN SHOE RETAILERS' 
ASSOCIATION IN TWO SPEECHES AT RECENT MEETING IN DETROIT 


© SPEAKING to the directors of the Michigan State Shoe 
” Retailers Association at luncheon at the Book Cadillac 

Hotel in Detroit, May 26, W. W. Stephenson, footwear 
S rationing executive of Office of Price Administration, 
S announced that the unit coupon system for shoes is to 
She continued. Numerous requests have been made to 
POPA that this system be abandoned in favor of the 

point system, most of the requests coming from manu- 

facturers, merchants or association representatives who 
" feel that the present system works to the disadvantage 

of lower price shoes. Mr. Stephenson made it clear 
that there will be no change at this time and explained 
the reasons for this decision. In the portion of his ad- 
dress devoted to this subject. he said: 

“The decision to continue the unit coupon system for 
the second period was reached only after thorough 
investigation into other types of ration plans and pro- 
cedures in comparison with the prevailing system. This 
investigation has convinced us that no more efficient, 
fair or equitable plan for the distribution of shoes to 
The first 
consideration of any ration plan is to assure the fair 
distribution of available supplies under war conditions 
and in conformity with war objectives. The unit coupon 
system, with its family interchangeability feature, has 
provided shoes for all consumers and caused them little 
or no hardship, and has produced but few 
In its broad scope it has 


consumers is worthy of adoption at this time. 


cases of 
realignment of business. 
assured necessary footwear to every individual in this 
country, and the enthusiastic 
ments we have received from consumers and from mem- 
bers of the trade are evidence of its practicality. ease 
of operation, simple workability, and fairness to all. 
We feel that these considerations outweigh any possible 
advantages of the various point rationing plans which 
have been advanced. 

“One of the key factors of the unit coupon system is 
that it affords a very essential control over consumer 
purchases by placing in the system a specific number 
of cancellable coupons to balance against the total 
seeantity of authorized shoe production. Thus, expendi- 
tures of consumers’ coupons are geared to the number 
am pairs of shoes which can be produced with available 
) materials and manpower. 

“Serious consideration has been given to various 
f point systems based on dollar values within specified 
_ > ranges. While such systems have much merit, 


comments and endorse- 
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W. W. STEPHENSON 


they lack the essential control of consumer purchases 
which must conform to authorized shoe production 
based on the availability of leathers and other raw 
materials. 

“The present system is not predicated on a price 
basis in any detail and we believe that no action should 
be taken now that would tend to upset or disarrange 
pricing 


merchandising or arrangement 


The unit system has, 


any existing 
within the shoe industry. 
operation, demonstrated the positive advantage of keep- 
ing distributors’ systems free of bothersome and irri- 
tating details which could and would quickly develop 


To attempt to introduce a point 


in its 


under a point system. 
system which uses price as a factor would undoubtedly 
create great disorganization in prevailing merchandis- 
ing plans and shoe standards, arouse and stimulate con- 
fusion in the minds of producers and distributors, and 
also make the system extremely complicated from the 
consumer’s point of view. 

[TURN TO PAGE 78, PLEASE] 
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COLLEGE business will be the same 
but different this year. That sounds 
like nonsense but it makes good sense 
when you examine it. It will be the 
same because there will still be plenty 
of shoes bought by college girls. 
Merchants expect that many of them 
will have more than one coupon to 
spend, so their buying can be pretty 
much the same as in other years. But 
the styles they choose will not be just 
the same because the point of view 
of the college girl has changed; her 
life itself has changed. 

There are several ways in which 
her life and thinking have changed. 
All of them have been caused by the 
war. In the first place, rationing is 
bound to make her buy more thought- 
fully, even though she may have Dad’s 
and Grandma’s coupons to supple- 
ment her own. If she can dig up a 
pair of her old favorites, saddles or 
Norwegian moccasins, she no doubt 
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Left, Top to Bottom: Alligator lizard 
oxford for daylong off-campus wear by 
any college bride, from E. P. Reed; 
high heel sling Paradise pump of faille 
with soft satin rosette ornament by 
Brauer Bros.; black suede pump faille 
ornament for girls who want dressy 
shoes on low heeis. Moulton-Dartley. 


will take a last fling at these. If she 


cannot find these . . . and if she has 
the three coupons we suggested 
above . . . she will still probably 


want a pair of low heel casuals of 
whatever kind is available. It is easy 
enough to assign the other two cou- 
pons to a tailored pump and a dressy 

date shoe. 
More probably, these girls will 
have only two coupons or one to 
[TURN TO PAGE 83, PLEASE] 


Below: Tailored suede pump with soft 
faille bow from Walk-Over; sandalized 


“pump in patent leather from Tweedie 


Footwear; oxford for tailored wear on 
or off campus from Roberts, Johnson 
& Rand, Division of International. 
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NEW ANGLES on SELLING |t 
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(| the COLLEGE GIRL TRADE 


vill 


War Has Brought Changes on the Campuses of 
War Brides 
All College 


Girls’, as Well as Boys’, Colleges. 
Want Trimmer, Prettier Clothes. 
Girls Pick Their Clothes 
More Carefully with the 
Thought of Double Duty 


On and Off-Campus. 


Right, Top to Bottom: Moccasin toe, 
permitted on a heel 11/8 and over, 
should be a leading pattern for tail- 
ored casual wear. This smart shoe 
from Grossman, plain toe oxford on 
new low heel last from Marshail, 
Meadows & Stewart. Low heel slipon 
in Army russet buffalo grain from 
Selby Styl-Eez Swaggers line. 
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Left to right: Attractive brogu- 
ing, plain toe, wall last and 
high polish are style points in 
this Hill and Dale oxford from 
Dixon-Bartlett. Two-eyelet tie 
in water buffalo . . . black or 
Army russet ... from Queen 
Quality. Another adaptable 
shoe, wearable with town, as 
well as campus clothes, from 
Vitality. Wall last ghillie on a 
14/8 heel in Army russet calf. 
A Madam Ettes from Gilbert. 
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Relief on ““Odds and Ends?”’ 


THE way letters have been pouring in on us we know 
the subject of “odds and ends” is a “hot” one, espe- 
cially now that the old law of supply and demand has 
been put on the shelf and the magic coupon is the only 
way out. There is one thing we have with us in the 


shoe business . . . war or no war, rationing or no 
rationing, that will always be a problem child. It is 
none other than odds and ends in age-ing shoes. Most 
of these “over-stock” shoes can’t be moved except by 
a system of mark-down. 

Many merchants have an inclination to be “keepers 
of things.” They never like to throw away anything. 
The accumulation of odds and ends in thousands of 
stores constitute a tidy total of pairs frozen. They rep- 
resent bad buys, hoardings and hidings—and money 
useless to anyone. 

Every passing day makes this accumulation of stock 
less and less salable. If a ration coupon won’t move 
it, what good is the P.M. system? Certainly the shoes 
represent thousands of wear-hours if the public could 
get these shoes at a price. In thousands and thousands 
of stores, large and small, there is a growing accumu- 
lation of unwanted sizes, unwanted styles, and unwanted 
at a price. What’s to be done about it? That’s the 
paramount question of the moment. 

If Washington authorities want a general “roll-back” 
because of the growing dissatisfaction in organized 
labor and in the consumer field at large with govern- 
ment’s price control policies, it might try the scheme 
of releasing one rigid prohibition to the sale of odds 
and ends that would normally be clearance merchan- 
dise. In other words, lift the ration coupon require- 
ment. Congress faces a duty, and compelling obliga- 
tion, “to roll-back prices to the level of a year ago,” and 
is now trying to solve that by subsidies to wholesalers 
and processors. 

What more do we need to suggest as a means of elimi- 
nating black marketing in shoes than an “odds and 
ends directive?” Why isn’t it possible to develop a 
flexible policy to move millions of pairs of shoes at 
prices well below the figures of a year ago? 

Now let’s get down to cases. From Ration Order 17 
of February 7, 1943, article 2.11 we quote: 

“Establishments may be allowed to mark shoes 


“non-rationed.” Because there may be little de- 
mand under rationing for some kinds of shoes now 


in stock, provision will be made, if necessary, to 
allow establishments to mark certain shoes as “non- 
rationed” and to transfer them without getting ra- 
tion currency. When full information of consumer 
buying trends under rationing is secured, the Of- 
fice of Price Administration will announce the way 
to apply for the necessary approval.” 


Now let’s read what W. W. Stephenson, chief of the 
Shoe Division, OPA, had to say at the Waldorf-Astoria 
in New York on“March 1, 1943, in answer to the ques- 
tion of President Volk, NSRA: Question: “In regard 
to odds and ends which are on the shelves, where 
there will be no replacement of these shoes, may 
they be sold without Stamp 17?” 


Answer: “No, they may not at the present time. That 
question came up for discussion at a committee meeting 
last Tuesday and it is receiving study. We do not be- 
lieve that anybody is going to suffer within the next few 
days or few weeks on account of odds and ends. It is 
something which has been with the shoe -business per- 
manently and while the quantity of them may increase a 
little bit, rationing did not bring it about. We could 
make a prediction, (which we are not doing generally) 
that a relief measure will be put into effect, but we can 
also make the prediction that it will not be a measure 
that will put a premium on bad merchandise.” 


Now let’s move one step closer. W. W. Stephenson 
in Atlanta on April 30 answered the question from the 
floor: Question: “I know we are not allowed to ask 
questions from the floor but I am a small mer- 
chant and I would like to know what relief is to be 
given dealers on obsolete styles, odds and ends, at 


the end of a season? Now you might not be able 
to tell us how, but will something be done?” 


Answer: “At the present time we cannot comment on 
that but something very definitely will be done.” 

Mr. Stephenson in his formal address that night told 

shoe men that “the solution to the odds and ends problem 
is not far off and has been purposely delayed until after 
inventories are filed. When an announcement is made 
of the plan to be used, you will understand why this delay 
was necessary. Don’t depend on this plan to solve all 
your merchandise problems, or to release quantities of 
goods which may now be slow moving at present.” 

To Mr. Stevenson goes thanks and credit for many 
fine decisions made—he knows his shoes. 

Time is the essence. The logical months for the 
movements of these clearance shoes into the public's 
hands are July and August. In days gone by. they were 
the natural clearance months of the year. Even a pat 
tial solution to the problem of surplus and unwanted 
shoes would be a timely help. It would give the 
American public a break because these shoes rep- 
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resent the most for the money in dollar value, and 
their sale would “clean house” and put retailers’ money 
back into the bank and into bonds. Best of all, it would 
give millions of shoe-hours to the public. It would con- 
serve good stocks for a hard Winter ahead, and the 
bloodstream of retail business would be cleansed. BUT, 
AND IT IS BIG BUT—IT MIGHT DO AS MUCH 
HARM AS GOOD IF PEGGED TO A PRICE TO 
WARRANT THE UNRATIONED LABEL. TO UN. 
FREEZE MAY SQUEEZE. THINK THAT OVER, TOO! 


* * * * * 


KIDS WILL KICK 


HUMAN nature is a perverse thing. It will have nothing 
to do with the realism of supply and have much to do 
with the hungers of desire. 

A number of cities have reported grave shortages of 
children’s shoes. There is a frantic search of parents 
for children’s footwear all over town. When we study 
the problem in one harassed city, we find that it resolves 
itself down not to a shortage of shoes—but of a class of 
substantial and better price footwear. For we found 
actually a surplusage of 98¢ children’s shoes on the racks 
and counters of other stores. 

The answer is evident—the public has the money. And 
it is human nature, when you are restricted to a Ration 
Coupon, to buy better than what was bought before for 
the child. 

This isn’t entirely an American trait. Our British 
correspondent writes that: 

“The most serious shortage has been in infants’ and 
children’s lines, a shortage which at times assumed the pro- 
portions of a famine, sending parents out on protracted 
shopping expeditions which were often fruitless. By issu- 
ing supplementary production licenses, the Board of Trade 
has since eased the shortage somewhat, but there is still 
real cause for concern. It may be noted in passing that 
the children’s shoe demand has been enormously increased 
by reason of the disappearance of so much rubber footwear 
from the usual channels of supply. 

“The possibility of shoe production in England being 
stepped up to approximate to consumer demand is unlikely 

, probably quite impossible—owing to the situa- 
tion in labor and raw material.” 

Time may solve the problem but human nature being 
what it is makes it a headache-maker for the manufac- 
turer and the retailer. 


* + * * * 


AMERICA GOES TO SCHOOL 


MILLions of young men have been trained in the real 
thool of war by textbooks and by teachers, and finally 
by actual combat. Believe it or not, that the books bor- 
towed every day from the New York Public Library, 
piled one on top of another, would be three times as 
high as the Empire State Building. That is only one 
day's book reading in the largest library in the land. 
It was Pulitzer, famous newspaper man, who said: 
ery seven years haul out the schooiroom.” 
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HIT AND RUN CORNER 


To The Editor: 

I am specifically referring to the shipbuilding in- 
dustry which today is the major work in Richmond. 
These women need, first of all, an 8 inch leather 
boot laced to toe with safety toe feature in an 8/8 
or 10/8 heel; secondly, they need a 12 or 14 inch 
rubber boot for Winter wear. 

These should be standard equipment for women 
as it is for men. The safety and health features for. 
our female workers who are an important part of 
war industry should be given serious consideration. 

And while I’m in a writing mood, I would like 
to put a question to the Shoe Fraternity. What 
must we merchants do to keep the defense plants 
from going into the shoe business? Why can they 
get shoes and we merchants can’t? We, at least, 
would see that a worker was properly fitted but 
they sell them over the counter. The question I 
want answered is: How and why they get shoes 
and we, in the business, can’t? 

(Signed) P. Marylander 
ALBERT’S INC. 
Richmond, Calif. 





You and your business need to read with greater care 
and greater attention to the value of your reading. 
Within the Recorper you get your shoe business read- 
ing. There is a need for more textbook reading on 
accounting, business economy, human nature at work, 
and all of the subjects that play a part in your store 
and business life. 

Remember, when our boys come back they will have 
had everything from psychological tests to examinations 
for promotions, grade by grade—right up the line to 
leadership. They are going to expect you and your 
business to have some orderly system of vocational 
education. 

It is time to prepare NOW! 
















A Summer trim recenily 
installed in the wall dis 
play case in the Men; 
Shoe Section at the Pen. 
ney store. Merchandise 
shown in this manner @ 
tracts much attention. 


Now's the Time to Develop 
A POST-WAR CLIENTELE 


IN Ogden, Utah, two military sup- 
ply depots, an air base, and an 
Army arsenal have stepped up the 
population to almost double its 
normal figure. Most of the addi- 
tions are war workers, who, in the 
main, must spend on an average of 
eight hours a day working on their 
feet. This makes the defense town 
a “natural” for the shoe man who 
can furnish his customers with a 
comfortable fit at a reasonable price 
with a minimum of customer time 

and effort. 
More often than not. wives are 
working as well as husbands, and 
[TURN TO PAGE 76, PLEASE] 









Above—The shoe salon at 
J. C. Penney store, Ogden, 
Utah. Shadow box dis- 
plays are set up at inter- 
vals among the tiers of 
boxes. Right—Background 
display for a wall case. In- 
direct lighting makes the 
merchandise visible at a 
considerable distance. 
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Youve seen 


shoe lasts... 


but this is an 


Webster says, ‘A last is the wooden form 
ever which a shoe is constructed.” But Webster 
didn’t tell the whole story. 


ARCH PRESERVER lasts were originated by Selby 
model-makers a quarter century ago, based on extensive 
research and classification of foot shapes. The specifi- 
Cations for these lasts provide for the patented fea- 
tures built into every Selby ARCH PRESERVER Shoe: 
Arch Bridge . . . Flat Innersole ... Metatarsal Support. 


ch. 


SANA 


as 


As fashion and experience have dictated changes 
through the years, Selby has incorporated them into 
ARCH PRESERVER lasts. The lasts are constructed so 
that even ARCH PRESERVERS’ highest heel preserves 
the Selby ARCH PRESERVER comfort principle. 

In ARCH PRESERVERS, Selby offers you the widest 
range of lasts to fit the greatest number of customers. 
The “ARCH PRESERVER LAST MANUAL” contains 
complete details. Write us today for your free copy. 


Selby Shoe Company, Portsmouth, Ohio 


New York Office: 3120 Empire State Building «+ 


ARCH PRESERVER +© ACTIVE MODERNS + TRU-POISE + STYL-EEZ © EASY GOERS 
GROUND GRIPPER @ . 


PHYSICAL CULTURE e 
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New York Retail Store: Fifth Avenue at 38th Street 


CANTILEVER 











Today rationing has awakened women to a new sense of values in 
shoes. They want the best their money and their coupon can buy. 
Key your sales story to one word . . . DURABILITY. And 
“PYRAHEEL” plastic heel covering, with an established reputa- 
tion, stands for DURABILITY. 

1. “Pyraheel” resists Seuffs! And scars, gashes, or scratches. 
And since shabby heels make the whole shoe shabby. WOMEN 
WANT “PYRAHEEL.” 

2. “Pyrahee!l” resists Stains! Food stains, sticky asphalt, 
mud, or oil can be cleaned off in a jiffy with a damp cloth. 
WOMEN WANT “PYRAHEEL.” 

3. “Pyraheel” resists Fading! Today women are walking 


everywhere in snow, rain, mud, slush and over wet ground. 
WOMEN WANT “PYRAHEEL.” 


These are just three good reasons this plastic heel covering is more 
important than ever. You can identify it by its clear, rock-like ring 
when tapped with a metal shoe horn. And it is available in all the 
colors and effects (except suede) permitted under shoe rationing. 
For sales that build confidence—Sell Scuffless “Pyraheel.” E. I. 
du Pont de Nemours & Co. (Inc.), Plastics Dept., Arlington, N. J. 


POND 


eas mort 


“PYRAHEEL” 


REG. U.S. PAT. OFF. 
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“Parade Dress” style 
combined with 
‘At Fase” comfort for the man in 
camp, office or factory. 











Make your windows sell... 


» A shoe retailer's windows are, potentially, his best advertising medium. 

Men have a habit of selecting the shoes they want to buy from store windows, 
and the windows that attract their attention are the ones that have been planned 
for interest, drama and showmanship. These are the windows that sell. It is easy 
for Fortune retailers to have dramatic, selling windows because each season Fortune 
makes available to all Fortune dealers a series of colorful striking window panels 

and displays. The background panel above is only one of the new display 

units for the Fall season—designed to tie in your windows with Fortune’s 


national advertising in Collier's and Life. YourFortume [ = 2 = Ty ae 


s FORTUNE 


| 
| 
| 

s5 10s 550 | 
| 


representative has all the details of the new program. 


Don't miss it if you want to make your windows sell! 


SOME STYLES HIGHER Shed foe Jules 


RICHLAND SHOE COMPANY wasHvitte, TENN. ' 


A DIVISION OF GENERAL SHOE CORPORATION Se Pe ae a a 
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AN ADVERTISING SUCCESS STORY: Typical of the results 


secured from well prepared advertisements in Boot and Shoe 


Recorder is the case of Burns Cuboid Co., Inc. Mr. Elmore's 


letter tells the story graphically. New products get imme- 


diate acceptance through Recorder advertising. Established 


lines stay sold the same way. 
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A Story of Success 


and of Profits For You 





MR. JAMES H. SEWEREE 
President 4 General Mo 


Rurna Cuboid Co., 1 


About seven yeors ogo Cu- 
boid Foot Belencers begon 
distribution in the May Com- 
pony, Los Angeles. They ore 
still populor money makers in 
this some department, as well 
@s in over 100 other shoe ond 
department stores. 


What Are 
Cuboids? 


# mere orch supports 
modern scientific foot and 
boloncers thet aid cir- 
ion, tone flabby muscles, 
in achieving correct pos- 
ond give foot relief and 
to thousends of foot 
rs. Worn extensively by 
and defense person- 


ationing 
ps sale 


uboids 





wos the biggest 
istory of Cuboid 
post three weeks 





UBOID CO., Inc. 
P. ©. Bex 1743 
SANTA ANA © CALIF. 
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Foot Balancers 
Are nationally distrr>ut 
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tstanding 
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THE KID zn the picture 


Yes, more in the picture than ever when 


shoes must be dutiful as well as beautiful. 
THE GRACIOUS LADY OF KIDSKIN 


EVANS &«& COMPANY + CAMDEN, NEW JERSEY 
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There’s no substitute for “know-how: 





BOSTON OFrFrice 
"7 LINCOLN STREET 
BOSTON,MASS 


MYRON L.WHITCOMB, JR Pace 


JAMES 1 W WHITCOMB, Tacas 


Wincnew, SHor MANUFACTURING Co. 
Founded by x A. Winchell in 1863 De 
RATICK: MASS. sh« 
onal Me 





Mr. R. J. Livingstone upon 
Dewey and Almy Chemical Co. of De: 








Cambridge, Massachusetts istics. 

isn’t 

Dear Ray: great 

his d 

Every detail in shoe manufacture is skit 

important, because the whole is the sum of its all gr 

parts. You can't afford to overlook a thing when ksow 

you're trying to make good shoes and keep a angle 

factory running successfully. mote 

That's one reason why I'm glad to say i. 

that Dewey & Almy shoe cements are in use at oath 

Winchell, doing a good job and helping make of she 

No. 19 in a series better shoes. They're one detail I don't have Bo: 

of Darex advertise- to worry about, for I know I can count on their Mr. | 

ments dedicated to performance. caree! 

introducing the high- 
Men Who Build to all 

the Men Who Sell. ee Pe og 

, in 

© re Ahea W.H 

move 

becor 

ordin 

We 

Mr. § 

1917 

as ma 

Thank you, Mr. Shea. Words like yours mean a lot, for your discriminating judgment pit 

is recognized in the shoe field. We know that when you say Dewey and Almy shoe years 

cements do a good job, you stand back of your statement. Our cements are an important thoe 

detail, and they’ve got what it takes to produce better shoes. ae 

DEWEY anp ALMY CHEMICAL COMPANY _ 

Cambridge Chicago Montreal Supe 
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Denis Shea... 
shoe executive 











™ in any field is built 
upon “know-how,” which is one 
of Denis Shea’s foremost character- 
istics. In his case, “know-how” 
isn’t just the accumulation of a 
great many minor details, though 
his detailed knowledge of shoe- 
making is a factor, but it is an over- 
all grasp of basic principles. He 
knows the shoe business from every 
angle—from the purchasing of 
materials and equipment to the 
myriad details of cost accounting, 
from the most efficient production 
methods to the specific techniques 
of shoe operations. 

Born in Quincy, Massachusetts, 
Mr. Shea early decided upon a 
career in the shoe field. Even as a 
high-school student, he worked 
part-time in a retail shoe store, and 
in 1911 went to work for the 
W.H. McElwain Company in Boston. After a year, he 
moved on to their purchasing department, later to 
become assistant to the purchasing agent, acting as co- 
ordinator of buying for the various McElwain factories. 

World War I interrupted shoemaking thoughts, and 
Mr. Shea joined the Navy, seeing active service from 
1917 to 1919. Again in civilian life, he took a position 
as manager of a retail shoe store, but shortly resigned 
in order to get more practical experience in the fund- 
amentals of shoemaking. The next two and a half 
years were spent in Brockton, learning the various 
shoe operations in all departments, and in 1922 he 
joined the Conrad Shoe Company, first working in 
Brockton and later being sent to their Marlboro plant 
in a general capacity. From 1924 to 1927 he was 
Superintendent of Conrad in Marlboro. 





O. D. SHEA, Superintendent Winchell Shoe Manufacturing Company 


In 1928 Denis Shea moved on to his present 
position as Superintendent of the Winchell 
Shoe Manufacturing Co. of Natick, a firm with 
a background of 80 years of continuous manu- 
facture, established in 1863 and now owned 
by the fourth generation of the original found- 
ing family. Here at Winchell, Denis Shea's 
successful management uses every side of the 
fundamental shoemaking knowledge he has 
acquired in his years of experience. 

Able executive, efficient organizer, thorough 
shoemaker, Denis Shea knows his business 
through and through, and from training, ex- 
perience, and achievement is well qualified to 
rank among the Men Who Know Shoe- 
making Best. 





EN WHO KNOW SHOEMAKING BEST 
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Ans YOU aware of all that has taken place 
before a pair of shoes reaches your stock? 


1. Your employer has invested in merchandise 
and equipment. 

2. Your buyer has exercised his knowledge 
and experience in selection of adequate 
styles and sizes. 

3. Advertisements have been written and dis- 
plays set up to dramatize the desirable fea- 
tures in the footwear you are to sell. 


4. Style experts and manufacturers have done 
their best to produce shoes of quality with 
eye appeal. 


You are the last link in the chain. You can 
send customers away happy to have received 
fine service and eager to return — or you can 
ruin all this preparation by sending them out 
with a poor fit. 

Today your duties are especially important 
in selling shoes correctly because many of the 
feet you fit belong to people engaged in the 
War Effort. 

We in the United Last Company are proud of 
the lasts we deliver to insure shoes being made 
in sizes to Fit the Feet. All our efforts are 
dedicated to this end, for both the Armed 
Forces and Civilians. 


FITZ BROS. CO., Auburn, Maine STEWART & POTTER CO., Brooklyn, N.Y. KRENTLER BROS. CO., Milwaukee. Wis. 
UNITED LAST CO., Brockton, Mass. EMPIRE LAST WORKS, Rochester, N. Y. UNITED LAST CO., LTD., Montreal, P. Q. 
T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO.., St. Louis, Mo. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Jarman aims all its new Fall 
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§ Winter advertising directly 
at the vast army of men who 
serve America here at home by 
planning, making, transporting 
the vital materials of war... prahd alt 


. it . . . . ” een 
America’s “soldiers in civvies. 


a | 


; — OZ) : 
Five complete merchandising DLiesioned foe essential serrivs 


promotions window displays WITH AMERICA'S “SOLDIERS IN CIVVIES™ 
ee , 


direct mail, newspaper ads... Sewmon 
have been built for your use. SOS" era /tlanas 
One of these unique window 
displays is shown at right. 
Featuring Jarman Military 
Styles, it ties in with two strik- 
ing national ads...a full page 
in full color in the Sept. 6 issue 
of Life, and a half page in full 
color in the Sept. llth issue 
of The Saturday Evening Post. 
You will see all this smart tie- 
in material when your Jarman 
representative calls. Use it 
to reach the “soldiers in civ- 


vies” in your community. 


TO RETAIL AT 


$585 to $985 
MOST STYLES 


SHOES FOR MEN 


JARMAN SHOE COMPANY 
Division General Shoe Corporation 


NASHVILLE « TENNESSEE 
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exclusive with MILLER & RHOADS 





“White Wings,” selected by Miller & Rhoads, 
Richmond, Va., as the caption of this striking 
white on black ad, proved timely and effec- 
twve. Dramatic illustration attracts attention. 


WHITES started strong and keep right on leading the 
Summer promotion parade in every section of the coun- 
try. From there on there’s such variety one can hardly 
point to any definite trends. Farewell appearances of 
some styles are announced. The busy days angle gets 
continued attention. The quality theme is accented by 
some. Others play up certain colors and leathers. A 
few semi-annual sales are announced. There’s some 
attention given to non-rationed shoes. But, generally 
speaking, the one definite high spot is whites, and the 
rest is apparently dictated by whatever the store thinks 
can stand promotion, rather than any fashion trend. 
After checking typical ads from several sections of the 
country, we will offer a suggestion that may be useful 
in the formulation of further promotions for Summer. 

Sibley, Lindsay & Curr Co., of Rochester, N. Y., con- 
ducted an interesting survey among Rochester women 
to determine how they planned to buy Summer shoes 
under rationing, and summarized their replies in an 
advertisement that was as attractive as it was interesting. 

In reply to the question, “Will you buy Summer shoes 
or year-around shoes?” six out of ten customers de- 
clared they intended to use Coupon 17, before its ex- 
piration, for year-around all-occasion shoes. 

In answer to the question, “How much do you intend 
tc spend for them?” most of the women questioned in 
the survey said they were planning to buy quality shoes 
ut prices ranging from $8 to $15.” 

S. W. Silvergold, women’s shoe buyer at Sibley’s, 





SUMMER ADS STRESS 


BUT FUNCTION RATHER THAN FASHION HAS 
BECOME THE STRONG PROMOTIONAL ANGLE 
FOR SHOE ADVERTISING THIS SEASON. ADS 
SHOULD BE TIED IN WITH THE SUMMER ACTIV. 
ITIES OF YOUR STORE'S CUSTOMERS, PROV. 
ING THE APPROPRIATENESS OF THE SHOES 
FOR WHAT THEIR WEARERS WILL BE DOING, 


BH SURE fe Dring pene Ne OT 
Steme--t8 peer Ne | Relen Beet! 





Whites were featured again in this manner by 
Krupp & Tuffly, Houston, Tex. Note how effec- 
tive an active illustration can be. This ad is 
well balanced and interesting to any reader. 


said the ad aroused much interest among customers of 
the store. 

Another exceptionally interesting advertisement, re- 
produced herewith, was published by Marott’s, in 
Indianapolis. The caption advised the public to “Buy 
Shoes at a Shoe Store,” and the copy offered the follow- 
ing in support of the advice: 

“We wish to call your attention to the plain fact that 
we have specialized exclusively in shoes for over 59 














































STYLE AND SERVICE 





























HAS years in such a successful manner that we are the second 
largest shoe store in the world. Our experience qualifies 
GLE us to unerringly judge the quality, style and comfort 


merits of all shoes—the result is that at Marott’s you 
ADS can secure the nation’s best in shoes for all the family 
plus the accurate and correct fitting service that has 
TIV. made us famous.” 
Combining a sketch of pond lilies with four white 
‘OV. shoes, The W. A. Green Co., Dallas, says, “Walk on air 
OES this Summer in lily white Air Steps . . . the utmost in 
quality, comfort and value for your ration stamp. All 
NG. styles, $6.50.” 

J. P. Allen & Co., Atlanta, uses a ben-day background —— 
to point up six styles sketched ($10.75 to $13.75) with ~_— 
the one-word headline, WHITE, standing out in bold —= 

i, Ti gntaer 2 


a callter™** 


relief. Complementary copy reads, “Atlanta women are ; 
renowned for their dainty and exquisitely shod feet. 3 


a 
a 


Probably because they wear beautiful shoes made by the 


ee most skilled bootiers in the country. . . . Shown here are C. H. Baker, Les Angeles, used « dramatic tech 


only a few of the lovely white doeskins that we have in nique in this institutional full-page ad. It is both 
; our outstanding Summer collection.” simple and impressive in its unusual treatment. 
& . > * ° 


é [TURN TO PAGE 70, PLEASE] 


“Buy shoes at a shoe store!” advised Marott’s, In- Sibley, Lindsay & Curr Co., Rochester, N. Y., 
dianapolis, Ind., pointing out that they have been conducted a survey on shoe buying. The results 
specialists in retailing shoes jor over 59 years. make interesting reading in this Summer ad. 
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* OWN SHOE SURVEY | 


~. Brings to Light a Number of Facts About 
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TIMELY TIPS ON 
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At first sight of such a foot, my eyes almost popped 
out. I felt like a hospital interne with his first case. 


UNDOUBTEDLY, the most fickle of all feet is the foot 
that looks normal and then, when the customer stands 
in stocking feet, proceeds to spread out all over the 
floor like so much bread dough. I have seen many of 
these over thirty years of shoe-dogging. Some of them 
made my eyes bulge more than others, but at the sight 
of the first such foot they almost popped out. I felt 
like a hospital interne with his first delivery case. 

This type of foot must be fitted in a sturdy shoe that 
will give the needed support and resistance to strain. If 
a lightweight fabric shoe is demanded by the customer, 
you should protect yourself against any possible com- 
plaint, later, by having a distinct understanding with 
the customer that such a shoe will not withstand the 
pressure of that foot. You can advise the customer to 
keep the foot bandaged while wearing a lightweight 
dress shoe, but the individual will not always follow 
your advice and will eventually complain when the 
shoe is out of shape. 

The customer is always willing to accept the respon- 


54 


sibility for a misfit when enthused about a new pattern, 
but very quick to register a complaint when the novelty 
has worn off. To protect yourself in these cases, “put it 
in writing” Care should be taken not to fit too narrow 
because as the shoe “gives” the foot will roll the upper 
out over the sole of the shoe and possibly cause the 
leather to break. 

A rigid flat foot is not necessarily painful. Many 
people with chronic flat-foot suffer no discomfort other 
than not being able to wear a style shoe. Choose a 
sturdy shoe with a low but heavily reinforced arch. If 
you fit a flat foot in a high arched shoe it will not only 
ruin the shoe but will cause the entire body weight to 
be borne on the arch instead of on heel and ball. This 
will cause discomfort, as the arch acts as a rocker fore- 
ing the shoe arch down and the shoe heel back and up. 
There is little to be done for the rigid flat-foot in a 
shoe store, aside from fitting it as nearly as possible. It 
is a case for a major operation by a bone specialist. 

The flexible flat foot is another matter. It can be grad- 
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FITTING FEET... 





CHAPTER VIII 
FICKLE FEET 





Fiat Foot, Bunion and the Type of Foot That Looks Normal, But 
Spreads Under Weight, Are All Difficult Problems for the Inexperienced 
Shoe Fitter. Mr. Morgan's Suggestions in This Chapter Should Help 
Answer the Question of How Best to Serve Customers So Afflicted. 


by PATRICK A. MORGAN 


ually built up by successive padding, bandaging and 
arch raising. Each succeeding pair of corrective shoes 
should be arched a little higher until the arch is in its 
normal position and then held there. By eliminating 
foot strain, proper massaging and exercise, this con- 
dition can be corrected. 


THE fat, fleshy foot is similar to the “spreading” foot, 
except that it is more firm. It requires extra room in 
the shoe upper, usually has a pudgy heel and surplus 
flesh around the ankle, requiring a “fat-ankle” shoe 
with extra width across the ball. To attempt to fit this 
foot with an ordinary or a combination last is to meet 
with disaster. This foot usually conforms to body-build 
and there is nothing you can do about it except to pass 
the ammunition and keep on praying. 

An in-rolling foot needs a specially constructed arch 


. to distribute foot pressure and relieve excessive strain. 


Sufferers from this malady will sing your praises loudest 
when you have fitted them in the correct shoe to relieve 
it. Often it is accompanied by painful heels and cal- 
louses at the forward part of the heel. This may neces- 
sitate a rounded heel seat, moulded insole combined 
with a long inner longitudinal support. 

Fitting a bunion may be an arduous procedure, but 
it is an essential part of the shoe fitter’s task. Many 
different practices are resorted to in order to get around 
this hump. The immature bunion may be relieved by 
using a bunion stretcher on that part of the shoe with 
which the bunion comes in contact. In this case the 
shoe upper is stretched out of shape before the shoe 
is worn. 


Ix cases of extreme enlargement it may be necessary 
to resort to a rocker bar across the ball of the foot in 
order to take as much weight as possible off the affected 
part. Sometimes a button just back of the second meta- 
tarsal head will do the trick. Fit the shoe sufficiently 
long and wide enough in the toe so as to straighten out 
the large toe by placing a padding between it and the 
second toe. 

Many people who have not had bunions do not know 
when one is developing and it is the shoe fitter’s business 


to explain what is happening and what the results may 
be unless the condition is corrected. The bunion growth 
is gradual and in its early stages may be eliminated by 
careful fitting. Metatarsal trouble usually accompanies 
it and may be a direct cause. 

Sore and painful heels may be the result of a mis- 
alignment of the smaller heel bones. They may be 
relieved by a cushion pad in the heel of the shoe that 
adjusts the distribution of weight. The pad may be 
thicker on one side than the other so as to give the sup- 
port where needed. A shoe with a moulded heel seat 
and insole will correct many foot-ills. 

Fitting the extremely high, flexible arched foot needs 
carefully considered planning to keep it from slipping 
forward in the shoe. Such a foot, if narrow, can glide 
through the smallest aperture with ease if given an open- 
ing. It must be snugly held at waist, instep and heel. 
It must have over-all length and be fitted in a last which 
will confine it to its proper sphere. 


SINCE few feet are perfectly normal, you will find a 
variety of complexes that will demand constant study. 
Experience is the great teacher but a knowledge of the 
conditions that may be met and what to do for them is 
imperative to the successful grooming of the practicing 
fitter. Many other professions have weekly or monthly 
round-table discussions for the good of the whole. It is 
a grand way to round out experience as everybody con- 
tributes his quota of knowledge and experience to the 
discussions. No organization is necessary. Just invite 
all shoe fitters, competitors as well as co-workers, to a 
weekly evening rendezvous and listen to the answers to: 
“What would you do in a case like this?” 

Many an old time shoe fitter and expert will be glad 
to attend and give up the wealth of wisdom gained 
from years of hard but pleasant work at the fitting stool. 
For each evening so spent you can add a page to your 
book of knowledge on feet, fitting and fellowship. 


There is no royal road to a foot expert’s diploma, 
but the experiences of others will reduce the steepness 
of the grades and smooth out the highway to success. 
Make the most of them. 





STORE WINDOWS 
an Help Lift Morale 


YOUR WINDOWS HAVE A BIG WAR-TIME JOB TO DO IN HELPING 
TO UPHOLD HOME FRONT PRESTIGE. KEEP THEM DOING A SELL- 
ING JOB BOTH FOR YOUR MERCHANDISE AND THE WAR EFFORT 


IN the period of adjustment and changes to meet the 
stringent conditions of this all-out war, morale becomes 
a most important factor in civilian life as well as in 
the Army. Without morale we cannot go forward to 
victory. 

One place where morale should be dramatized is in 
your store windows. There must be no “Summer slump” 
this year! We have all heard how the Nazis keep 
store windows filled with merchandise, even when there 
is nothing in the store, and none of the goods in the 
window is for sale. We still have goods for sale—but 
we are too likely to yield to habit and let things slide 
during the Summer. Don’t do it! Be sure your win- 
dows are attractive and interesting right through the 
Summer. And try to get your fellow merchants to join 
you in having every store bright, clean and inviting. 

The spirit of change can be applied to your store 
and your neighbor stores. Paint is available. Essential 
repairs can still be made. There is no reason why Main 
Street in your town should be allowed to look shabby, 
disheartened. And there is no way to contribute more to 
the morale of your town than to have bright, clean 


stores. There is no way to contribute more to the morale 
of your own business than to have a bright, clean store, 
and interesting windows. 

Within your windows, much can be done without 
spending much, despite the shortage of help. It’s a 
question of adjustment and adaptability, of arranging 
backgrounds that are inexpensive, easily varied, yet 
attractive and appropriate. 

More stores can save time and expense in window 
work by adopting the “center panel background” idea 
so long used by department stores. The display idea 
is dramatized in the background break in the center 
back of the window, the rest of the background being a 
neutral solid color—very often white—and unchanged 
for months. Where the devartment store uses the entire 


This bridal setting shows how simply effective displays can 
be made. End panels are light green, center panel white. 
Smilex, fern or gathered green tissue paper frames the center 
panel on which is fastened a red “carpet” of paper that ex- 
tends to the window front. At the top are the small bridal 
figures. Show a wardrobe of shoes for the bride with work 
and office shoes on one side and play shoes on the other. 
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Interesting background variety can be had by using interchangeable panels. In this setting the 
center panel is blue and the end ones white. Shield and ribbons are in flag colors. Removing 
the shield, you could build upacool Summer scene with cutout paper in greens against the blue. 


A simple vet effective display jor showing outdoor 
shoes. A low white fence cut from mat board 
or white strips backs up the floor mat made up 
of peat moss and artificial grass. For extra effect 
use dolls dressed in overalls or afternoon dress. 
Show play shoes, walking types, and sport shoes. 


window for merchandise dramatized by the display idea, 
the shoe store would use only the central section in 
front of the “special feature” setting for the special 
thoes dramatized. The rest of the window, on both 
sides of the special setting, would be used for general 
displays, adding small cards and accents to give interest 
to these sections. The bride’s display sketched shows 
how simple it is to do these special sets—inexpensive, 
too. 

If you have a permanent background, such as a wall, 
you can paint it all-white or Summer green, then make 
a flat panel of wall board such as celotex and paint it 
blue on one side and Summer green on the other, and 
you will be ready for considerable variation by revers- 
ing this panel, or omitting it if an all-white back- 
ground is wanted. If your changeable panels can be 

in a center opening, as the department stores do 
it, 80 much the better, but often this is prevented where 
the side windows are long and narrow. However, if you 
tan spare four to six inches of your window space along 
the back, set the permanent panels forward, and slip 
the changeable ones into the center opening. Painting 
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is easy with the new water paints, which cover in one 
coat, usually, and dry very soon. 


can be washed after they have been on for a few weeks, 


Good water paints 
if one is careful. ' 

Planning a program of display 
will also become important themes for your advertising 
is not difficult if you stick to the always-safe rule “con- 
sider your customers.” What are their interests and 
activities? What kind of work do they do? Where do 
they live? It’s good business at all times to know these 
things—takes a lot of guess work out of buying as well 
as selling—yet a lot of stores will serve a customer for 
years without ever becoming even slightly acquainted. 
They seem to work on the assumption that “if they like 
what we have they will come in” without appreciating 
how much having what they like depends upon know- 
ing them better so far as their personal shoe needs are 
concerned. 

A recent Marshall Field ad did good “activity” cover- 
age—as shown by these copy clips: 

Off to market or wheeling a buggy— 

[TURN TO PAGE 77, PLEASE] 
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{bove: Photographed at the 
speakers’ table at the recent 
Tanners’ Council meeting 
held at the Waldor}-Astoria 
Hotel, New York. Left to 
right: Merrill A. Watson, 
executive vice - president, 
Tanners’ Council; Harold 
Connett, chief, Shoe and 
Leather Branch, WPB;: E. 
C. Shotwell, Randolph P 
Butler. Leit: Maurice Pe. 
loubet. Marshail Helmrath, 
John Orr and E. R. Rath 


are attentive listeners. 


— 


Se ae 


Right: Joseph Shine, Charles Zitnik, McClellan 
Butt, snapped at the speakers’ table. 





Left: A view of the Grand Ballroom of the Waldorf-Astoria Hotel 

at the luncheon meeting of the Tanners’ Council. Below: Dr. 

Fred O'Flaherty. T. S. Nichols, F. Albert Hayes and William A 
Phillips at an informal moment. 


. 








Above: The military are 
well represented. Left to 
right: Daniel W. Keeler, 
Col. John T. Curtis, W. C. 
Hunneman, Jr.. and Brig. 
Gen. William C. Rose. 
Right: Relaxing after lunch- 
eon: J. L. Nelson, Ralph 
A. Wells, Julius Sankin and 
Maurice Witt. Below: At- 


tentive listeners are: Lau- 


rent La Brie, Lewis B. 
Jackson, F. W. Martin. 


WAR 
COUNCIL 


on 
LEATHER 


Below: Charles McCarthy, George Wightman, E. L. McKendrew and Carl Shaifer enjoy a 
moment of amusement at one of the noon-day luncheons during Tanners’ Council meeting. 
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THE great volume and wide variety of types of shoes 
produced and distributed by the many organizations 
which make up the St. Louis market are factors which 
lend a degree of importance to any discussion on shoes 
originating in this center. Because of the fine leadership 
supplied by the heads of two of America’s three largest 
shoe producing organizations, plus many of the indus- 
try’s best make-up houses, merchants everywhere have 
come to look upon St. Louis, not only as a reliable 
source for shoes, but also for shoe information. A mar- 
ket of this size, accounting for about one-fourth of the 
aggregate shoe volume, reflects every phase of the in- 
dustry in a greater or lesser degree. 


Selling Themselves Out of Business 


That many shoe retailers are gradually selling them- 
selves out of business is the conclusion reached by a 
large and reliable St. Louis shoe manufacturing organi- 
zation that has a big stake in the general welfare of 
the industry and one that maintains a check on the types 
of shoes sold at retail, wholesale as well as retail prices 
and the inventory situation each month as compared 
with the same month a year previous. These studies 
show that the retail sales of shoes for the first seventeen 
weeks of 1943 were up 44 per cent over 1942, that in- 
ventories on a pairage basis by the end of the period 
were approximately 11 per cent lower than at the same 
time the year before. 

This indicates that merchants have been selling shoes 
much faster than they have been receiving them from 
their sources. What’s more, it is noted in the same 
studies that whereas inventories showed a gain of 1 per 
cent in pairage from February to March, by March 30 
they were 5.9 per cent below March, 1942, and by April 
30 they had declined to 11.3 per cent below April 30, 
1942. To further show that sales have continued to run 
way ahead of shoes received from factories, the inven- 
tory figure as of May 15 was 16.5 per cent below that 
of the same date one year previous. At the same time 
retail sales continued to chalk up gains, but with a 
slackening trend noticeable in men’s dress shoes. 

In face of frozen production quotas for shoe manu- 
facturers, plus the material and manpower shortages, it 
is a foregone conclusion that there will be fewer and 
fewer shoes made each month as the current year un- 
folds itself. Although first quarter production figures 
for 1943 covering the entire country indicate a decline 
of only 7.1 per cent, it is an accepted fact in St. Louis 
manufacturing circles that the first half of this year 


————— 


will show a drop of at least 20 per cent in production 
of shoes for civilian use and an even greater drop for 
the last half of this year. So it must be remembered 
that as long as sales are running ahead of those for 
the same period of last year and production is running 
behind, the inventory figure will continue to drop 
rapidly. 

These studies cover a large group of stores located 
throughout the country, in both large and small vom- 
munities, which are for most part family type shoe 
stores, manager owned. The same condition may not 
exist in all other types or channels of distribution, but 
these figures serve as a danger signal worthy of con- 
sideration. It means that the dealer faced with this 
situation must arrange to operate on a lowered volume 
of business in line»with the available supply of new 
shoes. If he doesn’t adjust himself and his overhead to 
the lower level he will wake up one day to find his stock 
of effective merchandise such as to make impossible 
operations at a profit. 


Sales Drop Would Be Welcome 

A drop in sales is almost welcomed news today. 
Men’s dress shoe sales at retail in St. Louis have fallen 
off the past six weeks. This drop includes all grades. 
The lower priced lines, of course, were affected by 
rationing, but when the prolonged rainy spell hit the 
middle west in May, it put the finishing touches on a 
condition that has been shaping up for some time, so 
that even the better grades began to lag. The continued 
shift of men from civilian life to the armed forces is 
still a factor to contend with. This, coupled with the 
fact that under rationing service men are not finding 
it easy to procure certificates of purchase from their 
commanding officers, has contributed to the let up in 
the selling pace. 

Sales managers here who make it their business to 
watch retail conditions in all parts of the country say 
the men’s shoe business is spotty. Some localities still 
are running ahead or equaling sales of last year for the 
same period but others are running behind. Many post 
exchanges as well as merchants near Army bases have 
considerable stocks of men’s dress shoes which haven't 
moved as expected. There is a growing feeling here 
that during June, July and possibly up to September 
first, retailers of men’s shoes will, for the first time in 
many months, find their inventories plus what they 
have on order, well in line with sales activity. Fact is, 
the manufacturers here freely state that they would 
welcome a let-up in consumer demand. 
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Th 
POINTEX Heel NATIONAL 
ADVERTISING --- 
PARADISE THROUGH THE YEARS! 


I" Class Magazines like Vogue and Harper's 
Bazaar—in Mass Magazines like the Ladies’ 
Home Journal—women have been reading the 
story of Paradise Tango Pumps for many, many 
years. The accumulated acceptance and demand 
have created a nation-wide market for this fine 
footwear—a market infinitely valuable to every 
shoe merchant in America. Dealers now featuring 
Paradise Tangos are profiting daily from their 





franchise. 
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As the tirst shoe rationing period drew to a close here 
i in New England, several facts became embarrassingly 
obvious. The first of these is that the expected let-down 
in retail shoe buying did not materialize, despite the 
forebodings of those who argued that all No. 17 ration 
coupons would be used up several weeks in advance of 
the period’s expiration date. When this fact was estab- 
lished, it was suggested that perhaps the local rationing 
boards were allowing themselves to be persuaded to 
issue special stamps for purposes not contemplated in 
the original rationing program. 


Figures Disprove Special Stamp Theory 
This reasoning faded when the regional office of the 
Office of Price Administration, serving all New England, 
put its actuarial experts to work and came up with the 
statement that the number of special certificates and 
stamps issued amounted to the almost negligible amount 
of between one-half of one per cent and one per cent 
of the approximately 9,000,000 No. 17 coupons origi- 
nally issued. And many of these “extras,” it was 
pointed out, were for work shoes, orthopedic shoes 
t and other types which definitely could not be classed 
as dress or sport. 

The second disconcerting fact evolved from a tri- 
umph of habit over reason. The generally expected 
' refusal of women to surrender coupons for novelty 
| whites failed to materialize and many merchants found 
} themselves in the middle of a belated and unforeseen 
white season with inadequate stocks which could not be 
replenished. Hastily mailed fill-in orders found few 
takers for manufacturers with in-stock departments, tak- 
ing their cue from the reduction in advance buying of 
the merchants, themselves had lower than normal inven- 
tories on which to draw. In the main, however, women 
were content to accept the more staple patterns and the 
white season draws to a close with no one seriously 
hurt and some, at least, in a healthier condition since 

there are fewer end sizes to clutter up store stocks. 


Coupons Borrowed by Women 


The third fact served to upset still another precon- 
ceived idea, that women, in their anxiety to have more 
than the one pair of shoes allowed them for the period, 
would borrow from their children or their menfolk. 
While there may be some measure of truth in the latter, 
since business in men’s shoes has been off from that of 
last year, it most emphatically is not true with regard 
J to children’s business which is fair, good or wonderful, 
depending on who is asked. 
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Of more importance to the industry, perhaps, is the Q 
changing buying habits of large distributors such as 
the mail order houses, one of whose representatives 
recently made the unqualified statement that, whereas 
independent merchants are placing orders earlier than 
ever before for those shoes needed during any given 
selling season, he and, he believes, most of his con- 
freres, have reversed their usual procedure and are now 
placing orders much closer to the beginning of the 
selling season than ever before. He explained this by 
pointing out that government edicts have a habit of 
changing from time to time and there is no way of 
knowing what their effects on certain styles will be. 

Partial confirmation of this is to be found in the 
so-called index of orders compiled monthly here by 
the Associated Industries of Massachusetts. Orders o$ 
booked during April of this year were ten per cent pi Sa 
below the level of the previous month though still above 
the level of one year ago. Furthermore, the index may 
be somewhat misleading in this case as included with 
orders placed for footwear are also those placed with 
the Massachusetts tanneries for leather. The two items 
cannot be segregated in the AIM index. 





News from the Labor Front 
On the labor front, the New England War Labor 


Board, acting favorably on a request made jointly by 
the Southeastern Massachusetts Shoe Manufacturers 
Association and the Brotherhood of Shoe and Allied 
Craftsmen has granted to approximately 300 workers 
in Brockton increases in piece work rates ranging from 
five to seven and one-half per cent, retroactive to July 
23, 1942. The Board approved these increases in order 
to correct gross intra-plant inequality but provided that 
“in so doing the Board will not consider applications 
for wage adjustments for other crafts on the basis of 
alleged inequalities created by this decision in the 
Brockton area.” 

Following up the decision of the War Manpower 
Commission that the production of shoes for military 
and rationed use is an essential activity, the New Eng- 
land Shoe and Leather Association has distributed to 
its shoe manufacturer members red, white and blue 
posters for use in their plants. One is designed for use 
in those factories making military footwear and one to 
those in which rationed footwear is produced. Both 
stress the fact that shoe workers have been ruled to be 
essential workers—both bear the message: “Stay 0” 
your jobs. Keep production up.” 

[TURN TO PAGE 85, PLEASE] 
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Because Queen Quality's Four-Fold Fit means so much to 

your customers, it means a lot to you. It creates greater 
wartime acceptance for Queen Quality Shoes; it builds an 
expanding post-war market for this alert line of footwear. 
Through consistent advertising in Vogue, Harper's 

Bazaar and Mademoiselle, Queen Quality keeps its name and 
trade mark ever before the consumer — your customers. And 
because every Queen Quality Shoe gives Four-Fold Fit, Queen 


Qualitys help you keep your customers. 





TO RETAIL AT $699 





] lity Shore 


QUEEN QUALITY SHOE COMPANY ~ Division: International Shoe Company + SAINT LOUIS 
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WITH factories in the New York area working at 
capacity on Fall lines, little or no new business has been 
taken in the past few weeks. Orders placed months ago 
for women’s Fall shoes have been coming through in 
“Summer suedes” which will be bought and worn now 
and as dressy shoes all through next Winter. The 
great majority of these shoes have been bought in 
black, although one house specializing in dressy sandals 
reports that brown has been as strong as black. Manu- 
facturers who cut down on their production of white 
shoes—or eliminated white entirely—would be glad 
now if they had been able to produce more whites this 
season, as the demand in the stores increases. However, 
they recognize the fact that Fall deliveries would have 
been still further delayed if they had produced whites 
adequate to meet the present demand. 

Retail business in New York stores has picked up in 
the past two weeks. As reported in our June Ist issue, 
most stores in thigarea suffered a severe slump in the 
weeks immediately following Easter. The pick-up in 
business lately is attributable to a large extent, accord- 
ing to leading merchants, to the fact that Coupon No. 17 
will expire the middle of June. Apparently, too, a 
good many customers must have been waiting for warm 
weather to come before shopping for their white shoes. 
In the men’s stores and departments business has 
showed a great improvement. Merchants who thought 
that their men customers had given away their coupons 
to members of the family now find that this was not the 
case for men are coming in for shoes for themselves. 


Whites Solve Summer Problem 


In the women’s shoe business the news is the demand 
for whites. A woman comes in for spectator combina- 
tions. Occasionally, the store can still give her what she 
wants, but, in general, the supply of left-over spectators 
is at an end. Failing to get this style at the first store, 
the average woman shops around, ending, usually, by 
buying either an all-over white or a dark shoe. Where 
navy shoes are still available, this is often a favorite 
substitute, we have been told. Tan is also much in 
demand as a good all-purpose Summer shoe which the 
customer can carry over into Fall. There are still calls 
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for forbidden colors, especially the bright shades. 

The all-over whites bought include, besides the classic 
smooth leather comfort types, dressy suedes and low-heel 
pumps and ties in crushed and boarded leathers. One 
manufacturer reports a good demand for reptiles in 
the permitted colors to wear with daytime dresses. A 
New York retailer comments that he does not have 
enough open toe, open back shoes. Baby last anklet 
sandals on low heels and high-heel anklet sandals are 
reported to be favorite styles. 


Dressier Types Favored 

Although the general consensus is that women are 
“buying everything,” individual merchants report con- 
tinued demand for the dressier, more open types. Pumps 
are being promoted by one high style house, which is 
planning a campaign exclusively on this pattern. Play 
shoes continue to do a big business and unrationed 
types are selling much faster than they can be replaced. 

In men’s shoe stores and departments the outlook is 
much more cheerful than it was two weeks ago when 
we made our last report. It is turning out that a good 
many men have a coupon to spend on their own shoes 
and are getting to work to spend it before the June 15th 
deadline. Plain toes are reported to be extremely popu- 
lar, with civilian customers following the lead of the 
Services. One men’s specialty store is doing a big busi- 
ness in all-over white plain toe shoes for Navy men. 
A leading high-grade men’s shoe store reports very 
little demand for sport shoes but a growing call for 
Norwegian moccasins and ventilated shoes. In an 
equally high-grade men’s shoe department there has 
been a strong demand for sport shoes in tan and white 
combinations. 

In the children’s departments parents are asking for 
play shoes and sneakers. Failing to find these they are 
buying white calf or sueded leathers, according to some 
merchants. Prior to Easter, a considerable business in 
whites was done. Now these same dealers are selling 
good, sturdy shoes in tan leathers. Many parents are 
giving their coupons to their youngsters, merchants 
report. Shoes with substitute sole materials are being 
sold in the stores to a very limited degree. 
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FOR 39 YEARS—THE MOST EFFECTIVE 
RELIEF FOR WEAK ARCHES! 


No later efforts of Science were ever 


able to improve on its basic design! 


| ie! 


it has given count- 
less thousands of 
men and women 
relief from Weak 
or Fallen Arches 
and their atten- 
dant ailments. 






DF Scholls jeot- 


Has no equal for results in cases of Tired, Aching Feet, Weak or 
Fallen Arches, Rheumatic-like Footand Leg Pains, Cramped Toes, Etc. 


The Foot-Eazer was the original 
invention of Dr. Wm. M. Scholl, in- 
ternationally famous Foot Specialist. 
Developed 39 years ago, it remains 
today unchallenged as the most 
effective Appliance for its purpose 
ever designed. 

Why? Because Nature’s every need 
for support of the arches, where sup- 
port is required to build up a fallen 
atch structure, is met completely by 
Dr. Scholl’s Foot-Eazer. 

By means of Dr. Scholl’s Arch Fitter, 
this world-famous Support can be 





FREE HOME STUDY COURSE 





molded to each foot’s individual 
needs to meet the nature and degree 
of arch depression existing in each 
foot — for no two feet are alike. 
Then, as the condition improves, 
Dr. Scholl’s Foot-Eazer can be pro- 
gressively raised until the arch is 
restored to normal, after which the 
Support no longer need be worn. 

It is because of these features of sci- 
entific design and precision in fitting 
that Dr. Scholl’s Foot-Eazer pro- 
duces these amazing results. No 
arch support or “corrective” shoe of 
one standard elevation to fit all feet 
can give such correction. 


BIG ADVERTISING CAMPAIGN 
PRODUCING RECORD RESULTS 


Between our forceful advertising 
campaign in leading national maga- 


zines, read by millions of foot arch 
sufferers, and the influence of over 
150,000 Physicians whom we are 
reaching through the Medical press, 
the sale of Dr. Scholl’s Foot-Eazers 
is growing by leaps and bounds! 
This big profit item (wholesale, 
$24.00 doz.—retail, $3.50), is needed 
by many of your customers. Don’t 
miss these opportunities! 


THE SCHOLL MFG. CO., inc. 

Makers of Dr. Scholl’s FOOT COMFORT 

Appliances and Remedies for All Foot 
Troubles 


Dt Scholl's 


TRACE “ann 


SERVICE 


213 W. Schiller St. 
Chicago 





62 W. 14th St. 
New York 





112 Adelaide St. 
, Toronto 
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|NCREASING material shortages which continue to 
slow up production in the manufacturing end and 
continued brisk retail business mark the opening of 
the Summer period in this area. Announcement that 
Coupon 18 would be valid for shoes after June 15 
evoked little definite reaction. Some retailers and manu- 
facturers also were frankly relieved, since they feel 
they can now go ahead on a reasonably normal basis. 

The materials situation continues to present the 
most serious production problem. The manpower ques- 
tion, although serious, has not yet become critical. Sole 
leather presents the tightest squeeze and is the hardest 
of all supplies to get. Plain calf, however, is about as 
bad and in a number of cases retailers get from 10 to 
30 per cent in calf in women’s shoe orders in propor- 
tion to other leathers. This arrangement includes sim- 
ulated leather and alligators in some cases. 


Heel Scarcity Slows Up Production 

Heels continue a pressing problem, with any num- 
ber of orders held up for lack of them. Several fac- 
tories have rack after rack of women’s shoes waiting 
for orders. One factory in this area had to work nights 
for a week after finally getting heel supplies in order 
to get shoes to customers where they were badly 
needed. It is reported that there will be fewer and 
fewer leather heels as time goes on and that wooden 
heels will probably be made smaller, the latter pre- 
senting another production problem. Shortages and 
delays in little things, such as tacks, thread, needles, 
binding, and cement are holding up production in many 
quarters. 

Slipper manufacturers report they are having a hard 
time getting kidskins. This same branch of the busi- 
ness also reports that they will be using synthetic soles 
on hard sole slippers some time between July 1 and 15. 
Felt is extremely scarce and there appear to be few, 
if any, felt slippers available. 

More and more synthetic shoes are beginning to 
appear in a variety of forms and combinations. These 
are currently being bought by retailers to be featured 
as non-rationed footwear. However, all such shoes are 
being sold by factories with a waiver, stating the 
retailers must keep such shoes should an OPA ruling 
place them in the rationed classification. Retailers, in 
most cases, are willing to buy the shoes on such a 
basis, since they feel it will give them just that many 
more shoes to sell. The majority of these synthetics are 
dress shoes to replace patents and suedes. 
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Several manufacturers complain that failure of deal 
ers to attach ration shoe checks to their orders jn 


many cases delays delivery of shoes. One manufac. 
turer commented: “Dealers want the shoes at once, but 
they won’t send the shoe ration check so we can’t ship 
the order. It just isn’t an order unless we have the 
shoe ration checks. Many dealers don’t seem to under- 
stand this, so our shipping time is often more tardy 
than necessary.” 

Deliveries in all factories continue to lag anywhere 
from four to twelve weeks. In some cases Spring shoes 
were not delivered at all, such orders being transferred 
to and included in a store’s Fall quota. Many stores 
still have a good share of their Summer shoes, espe- 
cially whites, coming. 

Following three weeks of almost constant rain (it 
rained 20 days out of 24 in May) Chicago experienced 
good white and Summer business the week before 
Decoration Day. Most stores are almost cleaned out of 
spectators. Customers are taking whites instead. 

The help problem in practically all stores is serious, 
with retailers and department managers reporting they 
can get only half the amount they need. On Saturdays 
and during the Monday evening shopping hours, cus- 
tomers frequently wait an hour or longer before being 
given attention by a sales clerk. 


Widbaaupece 
SHOE manufacturers in the Milwaukee area are gen- 
erally operating at a high level to the extent that the 
help and supply situation will warrant. 

Biggest problem for the manufacturers—and this 
applies to retailers as well—is the lack of experienced 
help. The federal job freezing order appears to be of 
little help in solving the situation. Too many workers 
are being trained to the point where they are of some 
value to their employer, only to find them leaving for 
more lucrative jobs, according to reports. 

With many of Wisconsin’s shoe factories now located 
in smaller cities around the state, the employment sit- 
uation for them is likely to become more critical as the 
demand for farm and canning workers increases this 
Summer. 

There have been cases of three-day-week operations 

[TURN TO PAGE 85, PLEASE] 


Boot and Shoe Recorder 


“a eee oneal Weg ut 











To cor 


4 P. SI 


dune 15 





 epcine pigs cca 
.. and ta addition: 


Tocontribute a full share to the success of the war-effort, civilian shoes 


must be built to conserve more than leather. Winning this fight for 
freedom depends upon miraculous, American output of everything 
needed by the armed forces of the allies. We must produce with skill, 
ficiency and spirit never matched before . . . That means our workers 
need every ounce of bodily and mental energy they possess. It also 
‘means that shoes should help conserve vital energy as well as essential leather 
-: The only shoes modernized with patented, Synchro-Flex construction 
do that. Their frictionless, stabilizing, follow-the-foot action puts them 
inperfect harmony with the feet through all the many months of service 
they give .. . Leather conservation, energy conservation—that’s the quality 
combination of greatest value to all those who serve the cause at home. 


4. P. SMITH SHOE CO. Sangamon & Huron Sts. « CHICAGO 22, ILL. 
thanch Headquarters: MARBRIDGE BLDG., New York; LANKERSHIM HOTEL, Los Angeles 
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Style 1517 . . . Black Calf 
Style 1617 . . . Town Brown Calf 
Synchro-Flex Construction 
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REJUVENATION of the Rochester shoe manufacturing 
industry has come out of the travail of war, with its 
rationing and other restrictions which arrived as an 
unwelcome accompaniment. 

It is true that there are shortages both of workers and 
of materials here, as in other shoemaking centers. But 
under the surface there is a new current of inherent 
strength manifest in a flood of orders which show that 
a growing number of the public is now accepting an 
idea that has lived here through changing times. 

That idea is a belief in quality. 

Nor was this characteristic exclusive to manufac- 
turers alone. It is just as much—perhaps even more— 
a trait of Rochester shoe workers who have devoted 
their lives up to now to the making of footwear, as did 
their forebears. A prominent local manufacturer put 
it succinctly when he said: 

“For two or three generations whole families have 
been engaged in shoemaking here and they are now a 
vital part of the industry. Good craftsmanship is more 
than a duty to them. Reducing good footwear has be- 
come an art to them—one which they love and to which 
they are eager to give their very best. 

“A community spirit has grown up among these 
artisans, who now see their way justified as new legions 
turn to this city to have their shoe wants supplied.” 

Because of the number of orders coming here, shoe 
manufacturers are hopeful that rationing authorities, 
who ruled that they could not make more pairs of shoes 
from March 1 until September 1 than were produced 
by them during the same period last year, will permit 
an increase for the following six months. 


Factory Personnel Depleted by War 

All Rochester shoe factories are busy now, some of 
the smaller ones with greatly depleted forces due to 
inroads made by war industries of which this city has a 
great number and variety. It is largely the younger 
workers who have gone into the war plants for the 
duration. 

Not because wages are so much higher for those who 
are unskilled in the trades making war materials. But 
many of the shoe workers got into debt during the de- 
pression, and the war plants offer opportunities to work 
vn unlimited number of hours—to get ahead financially 
again. 

One shoe factory has been keeping open evenings so 
that its former regular employees may return for a 


few hours after their day is done in war work. Others 
have been training new workers in the various branches 
of shoemaking and getting good results. Perhaps a 
review of market conditions in one of the leading shoe 
factories of this area will summarize in some measure 
what is taking place in several of the others. 

With more orders for shoes than it would be per- 
mitted to make, it has all customers on an allotment 
basis, getting a proportion of what they bought last 
year. There is an insistent demand for the better types 
of shoes—welt shoes with medium heels. People place 
emphasis upon sizes and widths. They want quality— 
shoes in which simplicity may be the keynote, for no 
great concern is evinced concerning styles, except that 
they be “conservative.” 


Concentrating on Fall Orders 


This factory sent out the last of its Spring shoes about 
the middle of May, clearing the way for Fall work. It 
has not taken any war orders, although some shoe fac- 
tories in the area have—and still are—filling orders for 
shoes for the WAACs and other women’s military 
organizations. 

About 25 workers from this plant have gone into war 
work and their places have not been filled, yet produe- 
tion with the smaller force is greater than it was before. 

Greater difficulty in keeping shoe workers is being 
experienced by shoe factories west of Rochester, since 
many of them have been attracted by high wages offered 
in Buffalo airplane factories. 

One Rochester shoe manufacturer is doing extensive 
war work, making parachutes for the government. But 
a separate plant has been acquired for this work while 
the original plant is busily making footwear. 

Infants’ and children’s shoe factories, of which there 
are a number in the Rochester area, are generally busy 
with many orders on hand. There is disappointment 
here because the making of baby moccasins is ruled 
out as a leather conservation measure. 

In some of the outlying sections of the city you will 
see “going out of business” signs on some of the smaller 
shoe stores, while others are prospering. Conditions 
seem to be most satisfactory for family shoe stores, al- 
though most downtown stores report business good. 

However, the new rationing regulations and threat- 
ened shortages of shoes—along with sales help short- 
ages—have created a dilemma which will resolve itself 
only with the passing of time. 


Boot and Shoe Recorder 











out 
it 
fac- 

for 
ary 


jive 
But 
vile 











dune 15, 1943 


ih shoes 


EE eae ve ons caladd 
“= ee - 
me 


fgg he 
ed 


ue 3% 
SWRTT ae 


Parachutes may seem a far cry from women's shoes. Yet, a reputation 
for “a job well done” is a pendulum which can be swung to many pursuits. 
For nearly half a century this quality of achievement has been synonymous 
with Menihan Arch-Aid shoes. From the highlaced boots of the 90's to the 
slim, youthful fashions of '43, they have represented a job well done. 
Again this fall, they will bring another season of foot-comfort and style- 
satisfaction to the women of America. It is with pride that we now en- 
deavor to make the name, Menihan, a synonym, too, for quality in 
parachutes—the parachutes of the Army Air Forces. Into our new Plant B, 
we have transplanted this same enthusiasm for fine seam craftsmanship. 


We have an ever greater incentive here; a far more 





important job to do. And hundreds’ of earnest 
employees are bending every effort to make 
it “a job well done.” 


J. 6. Menihan Corporation 
p Pocheslor, New York 


LA 739 Clinten Avenue, South 
9" Clinton Avenue, South 
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SUMMER ADS STRESS STYLE 


In Memphis, Landres announces, 
“They’re Here! Paramount Whites. . .. 
The shoe news you have been waiting 
for! Those wonderful, comfortable 
whites are here to see you through a 
foot-happy Summer. So comfortable— 
so wearable. Select your pair today.— 
$7.95.” Lowenstein’s, in the same city 
stresses their new Summer Bowcraft in 
cool white, $9.95. . . . “The kind of a 
shoe that pays pretty tribute to your 
ankle and ensemble. . . . Customcraft’s 
beautifully cut D’Orsay pump. Marvel- 
ously soft, cool white doeskin.” 

In Kansas City, John Taylor’s says, 
“White is underfoot in Summer Foot 
Savers. Cool... to fit with no looseness 
or crowding in the warmest weather. 
Smart ... to wear with your pastel 
pretties. Durable . . . to give you sea- 
sons of wear.” 

L. S. Ayers and Co., Indianapolis, 
bedeck a ben-day background with 
daisies and butterflies and a half dozen 
white shoes at $8.95 to $9.95. “Sure sign 
of Summer! . . . Spanking white Deliso 
Deb shoes. Butterfly light shoes in 
silk-soft, chalk-white suedes that will 
pay lasting and lovely compliments to 
your every Summer costume... .” 

Chandler’s, Milwaukee, promotes 
“Exquisite French Room Whites . 
high-grade shoes at a low price. . 
$4.99 and $5.50.” In Detroit, Hudson’s 
Basement Store features Spectators, 
$3.98 to $6.76. Hahn, Washington, pic- 
tures four Spectators, “Frosty as an 
Icicle! Cool as a Julep! White as Snow, 
$6.95.” Julius Garfinkle and Co. an- 
nounce “Summer Whites . . . Excellent 
whites minus fol-de-rol so that keeping 
them white is a joy ... wear them with 
prints, with colors, with black, with 
all-white, $14.75, $16.75.” Geuting’s 
Philadelphia, show sketches of six, 
“Thrift-treds in White . . . just a few 
of the many styles we have to show you 
when you come in. . . every one built 
over our own Shoor-tred last with 
secret in-built construction to bring 
your feet the health and comfort they 
need these busy days, $7.15. With build- 
up leather heels, $8.15.” 

Altman, New York, says, “Summer 
white is here again. Spic and span... . 
Smart as can be. Beautiful, well-made, 
long-wearing white buckskin shoes. 
Just the shoes you want now. . . when 
quality means so much . . . when white 
becomes more important than ever. 
Sizes 4 to 9, AAA to C, $12.95, $15.95. 
Macy’s Naturalizer Show highlighted 
whites at $6.95 pair. Show programmed 
over 12 days, with two hour-shows 
daily. 

Feature “Action” Shoes 

“One Good Pair of Action Shoes to 
do for everything, to last a long time,” 
says Bloomingdale’s, New York, and 


pictures 14 such shoes, adding, “These 
pedestrian days, action shoes are the 
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“Cool suede punch for Summer dress— 

refreshing accents make a feminine pic- 

ture," reads the copy of this attractive 

ad of dark Summer shoes by |. Miller, 
New York. 


ones you can’t do without. You need 
them for walking, working, town and 
train trotting. On your day off, you 
turn to them for country ambling, 
meandering in the park. You shop in 
them, you live in them. They’re as 
active as you are. They’re rugged, 
sound and handsome—you'll give up 
your ration coupon for them, and 
they’re worth it! $4.00, $6.50, to 
$8.95.” As “a delightfully comfortable 
shoe for these busy war-time days,” 
Krupp & Tuffly, Houston, suggest their 
Madcaps in brown or black calf, with 
leather military heels, $9.95. 

Hahn, Washington, says, “It takes 
just one pair of Carlton Low-Downers 
to prove that this walking business can 
be a pleasure.” Four low-heeled styles 
pictured, $8.95, most styles. Tied in 
with tailored dresses, Himelhoch’s, De- 
troit, sketch four “Low Heelers . . 
Cushion soft, supple as your own foot 
... truly alive with youth. Well-built 
wedgies with a new type of platform 
sole . . . designed to cradle your foot 
... give you maximum comfort. Types 
for casual wear, for the most dressed- 
up occasions, $8.95.” Eastwoods, 
Rochester, N. Y., say, “Keep going with 
Spirit-lifting Air Step ... for your 
action-filled life.” In an ad showing 
clothes and accessories, “Rugged and 
Right for gardening or gadding,” 
Scruggs - Vandervoort - Barney, St. 
Louis, illustrate three “can’t-do-with- 
out-’em casuals in copper brown Domoc 
leather, $5.95.” 

In the “no more when these are gone” 
group of ads we find Blocks, Indian- 
apolis, showing Spectators, “Still time 
to get your size in these Spectators, 
$5.95 . . . they were bought months be- 
fore the government banned all color 


AND SERVICE 


combination in shoes. We can’t get any 
more until after the war. . . .” Say. 
Kay, Detroit, headlines, “Farewell tp 
platforms.” Selby, New York, ap. 
nounces the “Farewell Appearance” of 
Spectators, “because the government 
says, positively, no more of these trea- 
sures for the duration.” Maling Shoes, 
Chicago: “Going, going (almost gone), 
these no-more-for-the-duration colors,” 
A. S. Beck, New York, advertises, 
“Forbidden Colors . . . W.P.B. has for. 
bidden the making of any more of these 
colors, but we still have on hand a huge 
collection in all sizes—reds, blues, 
greens, turf-tans, $4.35.” 


Color Receives Promotion 


Color is given special attention by 
Bonwit Teller, Philadelphia: “Bright 
ideas . . . shoes in color to underscore a 
vivid Summer . . . one winging pair 
will spike your dark dresses, electrify 
your pastels and dramatize your prints! 
Choose, then, from these exclusive bril- 
liants and step off for a colorful Sum- 
mer.” Five shoes sketched, $8.95 to 
$12.95. Rhodes, Seattle, announce, 
“We've got the Navy Blues in Shoes... 
and we’re happy about it, for now you 
can have those navy blues you thought 
‘were out for the duration.’ Styles to 
flatter and pamper your walking feet 
in calf, patent and gabardine.” San- 
dals to oxfords in seven styles, $6.95 to 
$8.95. In Indianapolis, H. P. Wasson 
& Co. plays up “Avonette Black Beauty 
. . . because black goes beautifully with 
any color in any season.” Shown are 
patent, calf and combinations in styles 
for all-around need, $8.95 to $10.95. 
I. Miller, New York, advises, “Consider 
brown ... brown suede shoes in high, 
midway or low heel, feminine or trim 
styles to end your search for Summer's 
distinctive accessory accent, $12.95, 
$14.95.” 

Materials are accented by a few 
stores. C. Crawford Hollidge, Boston, 
features, “Deb Mode Shoes done in 
lizard. . . . Delicacy of design . . - 
sturdiness of long-lasting leather in the 
kind of shoes you like to wear—for 
smart appearance and flattering lines. 
Black, brown, blue, $12.50.” Hess, 
Baltimore, says, “Alligator lizard 
knows no season! So exquisitely fash- 
ioned of the finest skins available— 
that they’ll last you year-round. You'll 
really have to see these exciting shoes 
.to appreciate the soft lustrous skins 
and the perfectly matched grains: 
$18.95.” Hess also features “Cool, cool 
mesh—with Summer doeskin. . . - Slip 
your feet into shoes so next-to-nothing 
that they send your spirits soaring. 
Cool, dark mesh with bands of doe 
skin, $8.95. Faille bag accompanying, 
$5.95.” Filenes, Boston, also announces 
mesh, “Mesh heralds the near arrival 
of Summer .. . and here are three of 
[TURN TO PAGE 80, PLEASE] 
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THE JULIAN & KOKENGE 
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EIGHT YEARS AGO people were 
talking about the new freedom ac- 
corded the Philippines. And thou- 
sands of repeat customers were 
talking about the amazing freedom, 


the wonderful comfort of Foot 





1935 — Breton 


1943— Roxton 
Softly tailored, smartly stitched 
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Saver’s Gypsy Ties—then in their 


14th successful year. 


TODAY FREEDOM FOR THE 
PHILIPPINES is a national objec- 
tive. And the freedom given by 
Foot Saver’s Gypsy Tie is more 
needed than ever by the woman 
with work to do. For this outstand- 
ing style gives her the longer wear 
she wants, the good looks she de- 


mands, the enduring comfort she 


must have—especially today! 





FOOT SAVER GYPSIES 


“The Shoe That J & K Made Famous” 


COMPANY, COLUMBUS, OHIO 
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(uestion and Answer Session 


Clarifies Shoe Rationing 


Meeting at Detroit Provides Shoe Merchants with Oppor- 
tunity to Present Their Problems to W. W. Stephenson, 
OPA Executive on Shoe Rationing. Here Are a Number of 
the Points Brought Out and His Answers to Queries. 


THE problems of greatest impor- 
tance to the shoe trade as rationing 
swings into its second period were 
highlighted by the questions asked 
by Detroit and Michigan shoe mer- 
chants of W. W. Stephenson, top 
OPA executive on shoe rationing 
at the Detroit dinner meeting. The 
outstanding impression gleaned 
from the questions was the com- 
paratively smooth way in which 
the trade has now adapted itself to 
rationing, shown by the compara- 
tively few questions presented, in 
contrast to the multitude of ques- 
which have been fired at 
previous meetings of local shoe men 
and local rationing officials. 

Some new interpretations and 
rulings of national significance were 
brought out by the questions 
answered by Mr. Stephenson. A 
summary of his answers to impor- 
tant questions clarifying points still 
puzzling shoe men follows: 


tions 


A NEw provision effective May 31 
allows the manufacturer to keep the 
difference between the quantity of 
an order and the amount shipped on 
his books, rather than send back a 
ration check to the retailer for this 
difference, where, of course, the 
entire amount of the order is re- 
mitted with order in ration cur- 
rency. 

A local resident may order shoes 
by mail from a store with an en- 
closure of a loose stamp. 

A layaway against Stamp 17 can 
be made only if the stamp is in the 
dealer’s hands prior to the close of 
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business June 15, but the actual 
delivery may be made later. 

A woman customer’s permit for 
work shoes could be used for high- 
heeled shoes only if she uses them 
in connection with her work, as a 
dancer. 


IN the case of replacement of a 
factory-damaged shoe, if worn, it 
is necessary to get a coupon from 
the customer, since this prevents 
possible setting up of a traffic in 
exchanging new for old shoes. Un- 
der a recent ruling, the consumer 
may get a replacement stamp from 
a local board. 

The board in such cases may ask 
that shoes be brought in for inspec- 
tion, if they are suspicious of the 
circumstances. 

There is no other simple plan that 
has seemed practicable, to allow the 
customer returning defective shoes 
to get a replacement stamp without 
going to his local board. 

Spikes can be removed from golf 
shoes, and then can be used as 
efficient street shoes. There is no 
consideration at present of remov- 
ing golf shoes from rationing. 

Men’s stitchdown oxfords are 
rationed, but not house slippers, be- 
cause there is a production control 
applying to manufacturers of house 
slippers, as to the types that can be 
manufactured, and restriction to 
75 per cent of last year’s quantity. 

“We have freely publicized that 
the regulations only require ration 
currency to be in the manufac- 
turers’ hands prior to shipment,” 


said Mr. Stephenson. “There is 
nothing in the regulations to stipu- 
late how much in advance ration 
currency may or may not be asked. 

“Manufacturers asking three or 
four months in advance are asking 
for something that the average re- 
tailer cannot furnish under the 60- 
day inventory plan. 

“If a merchant has used up his 
ration currency, and needs more for 
immediate use, for sound reasons 
not under his immediate control, 
relief will be provided. If he is in 
trouble because of profligate use of 
ration currency, he will not get re- 
lief. Expanding sales would be an 
example of a sound re2son.” 


To the question why Detroit, with 
a growth of 400,000 population in 
the last twelve months, cannot have 
an adequate allotment of shoes for 
this new population, he answered, 
“The OPA has nothing to do with 
the production or allotment of 
shoes. I know of no machinery m 
operation by the WPB which would 
take this into account.” 

To the question, “Does the fact 
that the retailer has deposited 
stamps with the manufacturer pre- 
vent the retailer from cancelling if 
delivery is later than expected?” 
Mr. Stephenson replied, “This has 
nothing to do with rationing. It 
depends upon the contract in the 
case in question. 

“We believe any retailer who had 
evening shoes on hand Feb. 1 e* 
pected to have 85 per cent of them 

[TURN TO PAGE 82, PLEASE] 
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A Mademoiselle Shoe in 
Black BORDO Kid by 
CARLISLE SHOE CO. 











Performance is how a woman rates her shoes today. Leather is 
her first interest. That is why BORDO KID polls such a preference. 
Lightweight and beautiful, strong and easy to care for, BORDO 


KID is for all the now-classic city shoes. 


New Castle Divisione Wlied Kid Company 


100 Gold Street, New York City 
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r e silhouette from now on is slim, so the 
bot is focal. Off-hours are short and | 
; med with activity. Walking is as much q 
a part of the night as the day. Dressy = 
hoes, therefore, are necessarily both 
eautiful and comfortable. Beauty and 
fomfort begin with the leather. 
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DWN BROWN SUEDE KID is flattering, foo! 
limming, has color depth. SUEDE KID is eas 
pn the feet, lightweight and a year 

| found favorite for dress wear. 
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1 TANDARD KID DIVISIOJ 


South Street, Boston, Massachusa 
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BABIES 
NEED 


SHOES 


ATTACH RATION CHECK to orders 
for rationed sizes (size 4% or larg- 
er) to avoid delay. Your order will 
be filled as complete as possible* 
in less than 30 days. Ration cur- 
rency refunds due you will be paid 
by check attached to your invoice. 
No ration currency will be retained 
over 30 days, except in payment 
for rationed shoes actually shipped. 
KEEP ORDERS SMALL to make 
2 complete early shipment pos- 
sible in sizes you need. Large orders 
for the major portion of an allot- 
ment will have to be split into 
smaller orders to be shipped at in- 
tervals in the interest of better deli- 
| very to everyone. If your order is 
split, only ration coupons for the 
portion shipped within 30 days will 

be retained. 


*Shoes ordered in excess of allotment balance cannot be shipped. 
Shoes temporarily out of stock will be back ordered for later shipment. 









YOU CAN HELP EXPEDITE DELIVERY AND SPREAD OUT SUPPLY 


x w BABY DEER SHOES x* x 
TRIMFOOT PRE-SCHOOL SHOES 


TRIMFOOT COMPANY <x FARMINGTON, MISSOURI 





SELL ONE PAIR TO A CUSTOMER. 
There is a tendency on the part 
of the consumer to “stock up”. | 
Spread your stock out as far as 
possible among those who depend 
on you for shoes. 


STRUCTION. This patented heel 
construction used in Baby Deer 
Shoes and Trimfoot Pre-School 
Shoes is designed to preserve health- 
ful toe-room for growing. It is 
doubly important now that shoes 
are not so plentiful. 


STRESS CUDDLE-BACK CON- | 


HELP YOUR GOVERNMENT. Regu- 

lations governing shoe manu- 
facturing and distribution as ad- 
ministered by the WPB and OPA 
are aimed at maintaining level dis- 
tribution to the consumer. Let’s 
make our personal objectives sec- 
ondary to helping them with this 
important national need. 


k 


a | 














Now’s Time to Develop 
Post-War Clientele 


[CONTINUED FROM PAGE 42] 


this means that all the shopping will 
be done under one roof whenever pos- 
sible. James Wright, manager of the 
shoe salon at J. C: Penney’s Ogden, 
Utah, store, says that he thinks now, 
more than ever, department store shoe 
sections have a marvelous opportunity 
to develop a fine post-war clientele. He 
thinks that a definite technique is nec- 
essary to get and keep the trade of 
busy defense workers. The following 
shows how Mr. Wright has adapted his 
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shoe department merchandising methods 
to meet war conditions. 

One of the most important features 
of Mr. Wright’s defense program is the 
emphasis and care he uses in preparing 
his lighted wall-case displays. He has 
six glass showcases arranged among 
the tiers of shoe boxes. Each case is 
provided with a painted background, 
three. removable shelves, and sliding 
doors. The lighting is indirect and 
provided by single fluorescent tubes 
fastened to the top of the cases. The 
wall display fixtures are of such a 
height that they can be seen over the 
tops of the counters from the other de- 
partments of the store. 


Mr. Wright, in cooperation with LY. 
McNeely, display manager, works out 
the wall cases to serve as identifies. 
tion for the shoe department. Mr, yp 
Neely has painted the backgrounds , 
light color which reflects the fluorescen: 
light. This makes the details of th 
shoes in the cases visible across th 
150 foot main floor. 

Mr. Wright shows new stock of qj 
qualities in his flood lighted wall fy. 
tures. He displays both his better ang 
cheaper merchandise on the theory that 
“the customer who is looking for 
$2.00 shoe does not notice the difference 
in quality. The customer who wants, 
better shoe can compare and see that 
he is getting exactly what he pays for.” 
Manager Wright never uses his wall. 
cases for clearance merchandise. Clear. 
ance stock is reserved for the mark 
down tables. 

Mr. Wright believes that the success 
of his wall displays is due largely to 
the art work with which Mr. McNeely 
provides him. These decorations must 
accent the styling and seasonableness, 
of the shoes without detracting from 
the main shoe theme of the displays. 

The three inconspicuous shelves of 
each case afe constructed wide enough 
to hold a single shoe. Mr. Wright ar- 
ranges them to show inside as well as 
ecutside workmanship and styling. 

His experience in fitting war work- 
ers has shown him that, especially since 
shoe rationing, the customers are in- 
terested in getting primarily a well 
fitting long wearing shoe with styling 
and pattern only secondary considera- 
tions. “It is not the number of patterns 
you show a customer these days,” ex- 
plained Mr, Wright, "It’s the size ina 
reasonably good looking and definitely 
long wearing shoe that matters. This 
has been a policy that American shoe 
shoppers have been striving for, but 
shoe rationing has clinched it.” 

Manager Wright thinks it very im- 
portant that employees of the shoe de- 
partment be able to give customers 
good, comfortable fit. In view of labor 
shortages now in effect in defense areas, 
much new help has come into the shoe 
department at Penney’s. Mr. Wright 
takes time and patience to teach his 
personnel correct fitting procedure. He 
has found that women work satisfac- 
torily as shoe clerks and says that his 
women clerks have shown special care in 
pleasing their customers. a 

A thoroughly trained chiropodist 's 
a part of Mr. Wright’s shoe depart 
ment. He is available to give those with 
orthopedic or other special problems 
help in fitting and correction of foot 
‘troubles whenever this is possible. — 

Large, easily read block signs with 
indirect lighting from the back make 
it impossible for even the busiest 
shoppers to miss the shoe department. 
Special attention is given to servicing 
defense workers from the air base, 
Naval and Army depots, and arsenal 
with safety-toe defense shoes. Mar 
ager Wright says that a comfortably 
fitting defense shoe means a permanent 
customer after the war. 
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Store Windows Can Help 
Build Morale 


[CONTINUED FROM PAGE 57] 


Feet on the factory floor— 

Dancing or serving sandwiches at 
the USO— : 

Snatching a bit of rest (slippers)— 

Nurse’s Aide or Red Cross Worker— 

In keeping with the spirit of the 
times is the “contrast” display indi- 
eated by such headlines as: 

Dark or white—which shall I choose 
with my No. 17 coupon? (Thalheimer’s, 
Richmond ) 

For Your Suits—For Your Sheers— 
(Hess, Baltimore) 

Spectators for the City—Spectators 
for the Country. 

Factory or Fireside. Hours of Work 
—Hours of Relaxation—Hours of Rest. 

Some stores still have some combina- 
tions and bright colored shoes. Instead 
of simply putting them in the window, 
as many stores are doing, show them 
with fabric and color samples, with a 
card stating that they are still permis- 
sible, because they are from your last 
purchase before the government 
damped down on their manufacture— 
that it is both patriotic and proper to 
wear them. And try to plan your dis- 
play program several weeks ahead, and 
do the preparatory work well in ad- 
yance so that you will have ample time 
for it, even if you are shorthanded. If 
you plan them well, the display fea- 
tures you make for your windows can 
be used in the store later, thus help- 
ing to overcome monotony. 

Making your store and windows at- 
tractive today will build both morale 
and friendship for you. Cooperative 
effort to establish and maintain a clear, 
inviting Main Street will benefit your 
merchants, and set a “good example” 
that will definitely boost morale. 





Shoe Saleswoman 
Joins WAAC 

Worcester, Mass. — Miss Bertha 
Kaplan, from the sales force at Sher- 
ers, has become a member of the 
WAAC. Miss Kaplan has a brother, 
Jack Kaplan, also a shoe salesman, in 
the Navy, and a brother, Samuel, a 
buyer at Marcus’, Worcester. 

From this same store Ralph Gero, 
Who handled the sales in men’s depart- 
ment, is now in the Army. 





Entire Sales Force in Service 


Worcester, Mass.—The Crosby Shoe 
©, have lost nearly all their male 
salesmen to the services. 

George Solomon, Morris Spiegel, 
Joseph Sorisitis, Zenquil Greenberg, 
Maxwell Goldstein, and Edward Path- 
iPare in the Army. Joseph Desavage 

in the Marines and is now on 
duty. 

Everett Zackarian, manager, has re- 

these men with a newly trained 
foree of salesladies. 
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In the development of the Health Spot Shoe, we had 
one objective in mind—to produce a shoe that would 
keep the normal foot normal and prevent the many 
common foot ailments which result from improperly 
designed shoes. 


Our determination to produce a shoe that would 
answer the increasing need for greater comfort in foot- 
wear was followed by exhaustive studies of the human 
foot and the mechanics of shoe construction and led to 
the development of the many special features embodied 
in Health Spot Shoes. 


One of these features is the 
Health Spot wedge built into 
the shoe to provide support 
for the inner edge of the heel. 
This wedge is not a pad but 
is an integral structural 
part of the Health Spot 
Shoe, remaining in position 
throughout the long life of 
the shoe. The leather insole 
slopes gently toward the 
middle of the shoe, giving it 
a curved arch area. 


Thus the Health Spot Shoe 
supports the heel in its nat- 
ural position and prevents 

inrolling of the ankle. march support. Pat. No. 1,916,198" 





ATTENTION: ORTHOPEDIC SHOE FITTERS 
To the men and women who fit Health Spot Shoes, the 
customer acceptance and loyalty that is reflected in repeat 
buying and recommendations to friends is a source of 
gratification. If you would like to do a better job for 
those who need corrective shoes, write to us today. 














ATTENTION: SHOE MANUFACTURERS 


The realization that much foot trouble is preventable 
should encourage wider interest in correct shoe design. 


MUSEBECK SHOE 


Danville, Illinois 
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ano MRS. DAY’S IDEAL BABY SHOES 


Each year the foot health of 1/3 of America's infant popu- 
lation is entrusted to Mrs. Day's Ideal Baby Shoes, and to 
the family of dealers who fit them. It's a grave responsibility, 
but the manner in which they fulfill it has won the confidence 
of American mothers. With most of Mrs. Day's customers, 
the first pair is the start of an association which takes the 
baby well into its third year. This display of confidence on the 
part of American mothers proves the wisdom of Mrs. Day's 
policy. From her careful research, she knows which materials 
are best for each type of baby shoe, and her skilled staff work- 
ing these materials, produce the finest infant foot covering. 






A Precious 
Responsibility 
For You ‘eae 




















To Continue Unit 
Rationing System 
[CONTINUED FROM PAGE 37] 


“Shoe rationing is an entirely new 
procedure and undertaking for Amer- 
icans. It has previously been untested 
and untried. To introduce such a 
gigantic operation which vitally af- 
fects more than 125 million consumers; 
hundreds of shoe manufacturers, tan- 
ners and shoe finding houses; scores of 
wholesalers; and thousands upon thou- 
sands of retailers, without some in- 
equities would be a virtual impossibil- 
ity. In any program as big and far- 
reaching as shoe rationing, it is to be 
expected that special problems will de- 
velop within the trade. Many of these 
have been met quickly and solved sat- 
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isfactorily. Others are in the process 
of study, and we expect that appro- 
priate solutions will be found.” 

In an address before the member- 
ship of the association in the evening, 
Mr. Stephenson said in part: 

“We have just completed and tabu- 
lated the results of a scientific ‘Con- 
sumer Survey’ for the purpose of 
obtaining statistical data on consumer 
purchasing under rationing. This sur- 
vey was taken by the Department of 
Commerce, Bureau of the Census, and 
followed methods of proven accuracy. 
It covered 58 counties in 45 states and 
represented a complete cross-section 
of the consumer population of the 
country. Some of the results of this 
survey will be extremely interesting 
to you. 

“At the expiration of 65 per cent of 


the validity time period for Stamp 
only 51 per cent of the stamps in & 
hands of consumers had been spent 

“We have heard much about ®& 
effect of rationing, on the tendeney ¢ 
consumer to ‘grade up.’ This gs 
brings out some interesting data » 
this subject. Eleven per cent of gj 
persons who had spent their Stamp 17 
bought lower priced shoes than prey. 
ously. Thirty-eight per cent 
shoes at the same price. Forty-eight 
per cent paid more. Three per gey 
did not answer. However, 47 per cen 
of the people who graded up paid ley 
than $1 more than previously. Thirty. 
nine per cent of the people who grade 
up paid more than $1, but less thay 
$2 more than previously. Fourteen per 
cent of the people who graded up, @ 
less than 7 per cent of the total, paid 
more than $2 per pair in excess of 
their customary buying habits, Ay 
analysis of these figures will indicate 
that this amount of grade up could eas 
ily be caused by additional purchasing 
power and the natural desire to buy 
better merchandise. 

“Many questions have come to us ip 
quiring about our attitude toward the 
development of non-rationed shoes, 

“The Shoe Rationing Branch of the 
Office of Price Administration acts on 
directives issued by the War Produce 
tion Board. This Branch is charged 
only with the responsibility for ration- 
ing shoes made in whole or in part of 
leather or with rubber soles. We seek 
no other responsibility. 

“While we have no responsibility 
for or interest in controlling the pro 
duction and sale of non-rationed shoes, 
it is fair to state that we are anxious 
to make certain that no critical mate 
rials or essential manpower are used 
in the production of these types whieh 
might curtail production of rationed 
footwear.” 


To Enforce Rationing 
Regulations 


St. PauL, MINN.—The Office of Price 
Administration has started investiga- 
tion of illegal shoe sales in the St. Paul 
district and has announced that shoe 
stores will be held strictly to the letter 
of the regulations in the future. 

Numerous complaints have been re 
ceived by Robert McGee, shoe ration 
administrator for the St. Paul district, 
that certain stores have been selling 
shoes in cases where the customer 
merely presented a loose No. 17 shoe 
stamp, while the regulations state that 
the clerk must tear the stamp from the 


“eustomer’s ration book. 





Store Manager in Army 


ORLANDO, Fia.—C. L. Carter, Jt 
manager of the J. C. Penney shoe 
partment, has joined the U. S. Army 
and is at Camp Blanding. He ws 
transferred from the Sarasota Penney 
Co. store to the new Orlando stor 
when it was opened in 1940. 
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chines. 


THE LIMA CORD SOLE & HEEL COMPANY 


OHIO 


LIMA * * 


FOUNDED BY J. FE. GROSJEAN IN 1920 


YOU would be proud, we feel sure, if you could 
visit the Home of GRO-CORD and observe the 
tremendous energy and the whir of our moa- | 
chines being grooved into a 100%, War effort | 
to back up the sturdy men of the Army, Navy 
and Marines. They indeed are proving their a | 
mettle, and the men of the Production Line are | 
doing no less! ye Every article produced in our 
busy factory supports the War Front. For we 
are producing only those soles and heels which 
can be used on Work shoes, plus great quanti- 
ties of Taps for Army Shoes, and soles and heels 
for the Navy and the Marines. ye These reduce 
slipping hazards, are waterproof, and give bet- 
ter “shooting” stance on the Front or at ma- 














Jens Jensen 


HOLLAND, MicH.—Jens Jensen, 76, 
president of the Holland-Racine Shoe 
Co., died recently in Holland Hospital 
where he had been confined because of 
a heart ailment. Mr. Jensen and his 
wife came to Holland about four years 
ago when the Holland and Racine shoe 
companies merged. He had been con- 
nected with the Racine, Wis., concern 
since 1902. 

Born in Denmark, Mr. Jensen came 
to this country at the age of 20. He 
started a chain of grocery stores, one 
of the first chains in the country. After 
retiring from that business he financed 
several other businesses including the 


wholesale fruit business and the Farm- 
er’s and Merchant’s bank in Racine. He 
became president of the Racine Shoe 
Co. in 1902. He was a director of the 
National Boot and Shoe Manufacturers’ 
Association. 

Surviving are his widow, Johanna; 
a daughter, Mrs. Elsa Bethea of Wash- 
ington, D. C., and a brother and two 
sisters in Denmark. 

Funeral services were held from the 
Bethania Lutheran Church in Racine 
of which he was a charter member. 
The Rev. Viggo Hansen of Menominee, 
Mich., former pastor of the Racine 
church, officiated. Burial was in Mound 
Cemetery, Racine. 


Summer Ads Stress 


Style and Service 
[CONTINUED FROM PAGE 70] 


the new, smart, cool, mesh shoes ge 
signed especially for young modern 
Lightweight, comfortable — unusyy 
when combined with patent or calf 
$8.95.” Herzfelds, Kansas City, accen 
patent, “. . . goes everywhere with yoy! 
Wear it by day and by night . . . dane. 
ing, dining, entertaining, visiting. Nice 
with prints and pastels; elegant wit) 
Summer darks.” Six shoes sketched 
$8.95 to $13.95. 

C. H. Baker, San Francisco, “. . , ap 
exciting new collection of suit-cop. 
scious, print-perfect shoes.” Blocks 
Indianapolis, “. . . Summer suedes for 
your dark sheers and Summer prints, 
Intensely feminine but far from frail.” 
Bergdorf-Goodman, New York, “Punch. 
work shoes, lastingly pretty, the year 
round—especially appealing for Sum- 
mer.” 

The special angle worthy of con- 
sideration in planning promotions now 
is that of function. It is getting con. 
siderable attention in apparel—clothes 
for the mode of living this Summer of 
1943. Applied to shoes it simply means 
to tie in your shoe promotions with the 
Summer activities of your customers— 
shoes appropriate for all the more 
homey, simple things folks will be do 
ing, for their work in homes, Victory 
gardens, office, or factory. Shoes to go 
with the simple clothes for general 
wear, and for dressier but not too fussy 
afternoon and evening affairs. The 
whole atmosphere, or mood of the mode 
is keyed to simpler living. So function 
rather than fashion becomes the strong 
promotional angle for ads and displays 
for Summer. 


To Stop Shoe Speculation 
In Puerto Rico 


SAN JUAN, P. R.—Price action will 
soon be adopted in Puerto Rico by the 
Office of Price Administration to stop 
speculation in the shoe trade, it was 
announced recently, by Nelson H. Eddy, 
acting director of the OPA. 

Shoes, according to OPA regulations, 
are listed as a cost of living commodity. 
Puerto Rico does not manufacture shoes 
and practically all those worn are pur- 
chased in the United States market and 
imported. 

Due to present wartime conditions, 
there has been a shortage of shoes im 
the Puerto Rico market, and since last 
year stores had not received new stocks. 
-However, due to improvement in the 
shipping conditions during the past two 
months, stores began to receive new 
stocks of shoes they ordered eight oF 
nine months ago. Speculation seems to 
have prevailed, according to a study 
recently made, with many establish- 
ments charging excessive prices de 
spite OPA regulations. : 

” Meanwhile, local inspectors are ™ 
vestigating charges of the alleged spe 
ulation on the shoe market. 
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A BUSTER BROWN SHOE 


The JOHNNY JEEP 


by BROWN SHOE COMPANY 














Questions and Answers 
Clarify Rationing 
[CONTINUED FROM PAGE 72] 


on hand Oct. 1, and we are not much 
now concerned with evening shoes.” 
He indicated, however, that relief would 
be considered later should the evening 
shoe situation warrant it. 

“We recognize children’s barefoot 
sandals, retailing from say $1.29, and 
camp moccasins as ‘frozen’ items. 
There is a desperate shortage in boys’ 





and juvenile shoes. We do not want to 
be in the position of having thrown 
these shoes out of rationing if they 
mean the difference between shoes and 
no shoes. But when we can see replace- 
ments coming in, we will probably be 
able to look favorably on providing 
relief.” 

To a comment on end-of-season relief 
on white shoes, Mr. Stephenson com- 
mented, “With the conditions of avail- 
able supply of white shoes, it’s likely to 
be a mystery why you carry them 
over.” He said that an OPA survey 


showed a very low stock on hand jp 
relation to previous years, with 
free selling of whites, concluding, “W, 
feel white shoes therefore fall into th 
same category as any other colore 
shoe. 

“There is no provision for special] 
appeal or special requests. We have no 
machinery to process appeals from 209. 
000 retailers. We must handle these jp 
an across-the-board, across-the-country 
manner. But you would be amazed by 
the completeness of our statistical pp 
“We don’t want to go to the extent 
of determining sales policy,” he com. 
mented, in answer to a question op 
manufacturer-retailer relations. 

Mr. Stephenson cited production and 
demand figures as pointing to a neces. 
sary inventory,reduction: with 125,000, 
000 Ration Books No. 1 issued, with a 
presumed 375,000,000 pairs to be issued 
through them (allowing for 5,000,000 
persons for whom no books were jg. 
sued for various reasons), he cited last 
year’s production of 482,000,000 pairs, 
compared to this year’s estimate of 
civilian production—340,000,000 pairs. 
The difference, he said, could only be 
accounted for by inventory reduction 
of about 35,000,000. pairs. 

Concluding on the question of low 
versus high-priced shoe line problems, 
he commented, “Possibly rationing 
works a hardship on the merchant sell- 
ing low-priced shoes. He may not now 
be able to sell them as readily as the 
man selling high-priced shoes. But the 
latter has another problem—scarcity 
of merchandise. In wartime, the man 
who has the merchandise always does 
the business.” 





Brown Appointed 
Store Manager 


JACKSONVILLE, FLA.—Milton Brown 
has been appointed manager of Baker's 
Shoe Store, here. He has been asso- 
ciated with this firm for the past nine 
years, seven of which have been spent 
in Jacksonville. He succeeds 0. H. 
Winkler, who has been district man- 
ager for Baker’s Shoe Stores in Flor- 
ida, as well as local manager for the 
Jacksonville unit. 

Mr. Winkler has joined the Army 
Air Corps. His duties as district man- 
age will be taken over by M. E. Block, 
of Atlanta. In addition to his work 
as manager of the store, Mr. Brown 
takes an active part in the Civilian De 
fense Corps as sergeant of the Auxil- 
iary Police. 








-““At Home Abroad” 


ROcHEsSTER, N. H.—A pair of Army 
shoes has made it seem like a smaller 
world to Sgt. Vincent Belanger of the 
United States Army, stationed some 
where in England, according to a letter 
received by his parents, here. 

His new footwear was made by ® 
manufacturer in this city and he wrote 
that “they are very comfortable.” 
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New Angles on Selling 
The College Trade 


[CONTINUED FROM PAGE 39] 


spend. Then they will do like any other 
woman and see what they have that 
can be made wearable. After that, they 
will buy what they need most. Here is 
where the new habits and point of view 
of the college girl is reflected. Every- 
thing points to her wanting neater, 
more adaptable clothes. In the first 
place, there is a group of war brides 
in every college. These girls want 
trimmer, more feminine looking clothes ; 
dothes which they can wear off-campus 
with their husbands. Then there are 
the girls who expect to graduate in 
the middle of the year and will need 
dothes that can carry over into post- 
college jobs.. Last of all, there are the 
girls who are neither war brides nor 
prospective job-holders. They are the 
girls who reflect current trends and 
these trends are to fewer sloppy, typi- 
ally campus clothes. Women in the 
armed forces are a strong influence to 
neater dressing. Instead, girls are 
looking for classic types, long-wearing 
and adaptable. They, too, want shoes 
for both “off and on campus wear,” one 
manufacturer tells us. There is a “pro- 
nounced trend for trimly done footwear 
among the style wise college girls,” 
writes another. The “neat tailored type 
on low heel” is the popular type accord- 
ing to still another manufacturer. Still 
another notes a “stronger trend to 
lower heels.” 

Besides these tailored shoes, there 
will also be a demand for the pretty 
dressed-up date shoe, especially to wear 
with the short date dress in color or 
blak. The pretty woolen dress in 
medium or light colors is slated to be 
popular. For campus wear, suits and 
sweaters and skirts will be in bright 
and light colors. The girls who are 
planning ahead for jobs or who have 
aquired married dignity are going to 
buy more matched suits instead of con- 
trasted skirts and sweaters. They will 
also want coats suitable for town, as 
well as campus, wear. 

These are the tastes and trends to 
watch in selling rationed shoes to the 

girl. In addition, we expect 
that you are going to do a big business 
Munrationed shoes this Fall. Reports 
from leading women’s colleges in the 
East show a strong trend to huaraches 
ad Tope soles this Spring. Shoes of 
this kind will be just as suitable for 
the first warm weeks next Fall. After 
that they will make good dormitory 
shoes. We shall have more to say about 
these shoes in another issue. 





No Full Soles for Repair 
In Canada 


_Mowrreat, Can.—S. C. Cook, admin- 
itator of hides and leather for the 
Wartime Prices and Trade 

has issued an order prohibiting 


tse of full leather soles for shoe ~ 


‘pairing. The board’s announcement 
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said the measure was designed to meet 
sole leather requirements of the muni- 
tions and defense departments and 
maintain adequate civilian supplies. 
It was estimated, the Board said, that 
the order would result in a saving of 
outsole leather sufficient for approxi- 
mately 250,000 new pairs of footwear. 


Half-Wellington Boot Out 
For Canadian Navy 


MONTREAL, CAN.—The leather short- 
age has dealt a temporary blow to a 








cherished naval custom. 

Officers’ half-wellington boots are 
out for the duration of the war. They 
are the shiny long black boots which 
have been traditional wear for British 
naval officers for many years. 

A navy order tabled in the Canadian 
House of Commons reads: “Due to the 
shortage of leather no new half-wel- 
lington boots are to be purchased by 
officers of the Royal Canadian Navy for 
the duration of the war. Half-welling- 
tons now in the possession of any of- 
ficer may be worn until worn out.” 
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... you'll keep your eye on the sky 


ga G the skyways today are the 
advance guards of freedom. The 
swift air-borne allied troops and their 
cargoes sound the death knell to reigns 
of terror for Hitler, Hirohito & Co. 


As this age of flight ushers in death 
to tyranny, it awakens a new con- 
sciousness of what the air and its use 
means to the world’s future. 


Planes will be carrying ten times the 
freight of those we have today, and 
a far greater number of passengers. 
Costs will be reduced. Air travel will 
no longer be considered only a 
time-saver for the busy, a luxury for 
only the few. 


Thousands of pilots and airplane 
mechanics will no longer be waging 
wars. But their wings won’t be clip- 
ped! These young Eagles may make 
the family plane as common as to- 
day’s family automobile. 


Some designers predict fantastically 
different types of airplanes. But, 
regardless of designs the basic prin- 
ciples are little changed. So it is with 
shoes...their outward appearance 
may change. But tomorrow, as al- 
ways, shoes by Roberts, Johnson & 
Rand will continue to give the maxi- 
mum in comfort, service and style at 
the lowest possible prices. That is 
our renewed pledge to our retailers. 


a hams 


Division of 
International Shoe Company 
SAINT LOUIS 


STAR BRAND * POLL-PARROT * HEEL LATCH « UPTOWN SHOES 
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Unusual Shop Opened 
In Chicago 


Cuicaco—Unique play shoes designe 
especially to be worn with Tyroleg 
and peasant style clothes have a d& 
partment all their own in the new Lay 
“Junior Miss” Shop recently open 
here at 615 N. Michigan Avenue by 
Lanz of Fifth Avenue, New York. 

Most of the play shoes are espa. 
| drilles and have rope soles and fabric 
uppers of bright blues, reds, and greens 
The fabric uppers are in most cases of 
the same material used in the dresses, 
play clothes, and other apparel in the 
shop. These include prints with bright 
flowers and hearts and the new Lam 
donkey and cow prints. 

The play shoes have a shelving see. 
tion and a nook along with other ae. 
cessories. This new shop is unique in 
its decoration due to the fact that it 
was designed and executed by the sty. 
dents and faculty of the School of De 
sign in Chicago, under the supervision 
of L. Moholy-Magy and Robert Bruce 
Tague. 

As the war prevented the use of a 
number of essential materials for such 
a job, the School of Design overcame 
the difficulty with the ingenious use of 
plywood, hand printed silk screen and 
hand woven textiles. Notable innova. 
tions in furniture construction are a 
new type of curved slender leg con- 
structed of plywood, and free form 
tables. However, the most striking fea- 
ture of the store is not the modem 
furniture itself, but the placing of it, 
which allows a free flow of traffic 
through the shop and results in a need 
for a smaller personnel to handle a 
crowd. Instead of straight counters the 
designers use curved table tops, behind 
which the salesgirl can look after a 
large number of customers without difi- 
culty, in contrast to the old type of 
selling where the salesgirl had con- 
stantly to run back and forth. Chairs 
are constructed from electrically bent 
plywood, a process originated for fur- 
niture by the School of Design. 








Dann Byck a Captain 


LOUISVILLE, Ky.—Dann C. Byek, in 
civilian life president and general 
manager of Byck Brothers & Co., Louis 
ville, ladies’ ready-to-wear and shoes, 
who has been in the Army for the 
past several months, is now a Captain 
and is stationed at Camp Mackall, Hof- 
man, N. C. Mrs. Byck recently visited 
him at the camp, and went on to New 


| York, Boston and Chicago before tr 


turning to Louisville. Byck Brothers is 
one of the oldest and finest womens 
stores in the state. 


Joins the Navy 


Decatur, IND. — Russell Bowmal, 
manager of the Miller-Jones Shoe Store 
| here, has enlisted in the Navy. 
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Milwaukee 


[CONTINUED FROM PAGE 66] 


due to leather shortages, but as soon as the flow of 
supplies has been renewed, production has again been 
stepped up to a six-day week.. A number of the state’s 


manufacturers are engaged in the production of Army | 
and military service shoes and these plants have been | 


operating at capacity. 

Despite government restrictions on styles and colors, 
the trade is using its ingenuity to develop substitutes 
for the more popular styles. A well known men’s maker 
here, for example, is producing a very interesting model 
to take the place of the winged tip shoe for men. The 
wings are stitched in now and holes punched through 
the vamp rather than being made on an overlay of 
leather. To keep the wearer from being water logged 
in bad weather there is an underlay plugging these 
holes. The sole of this shoe is a composition that in- 
dudes cotton warp, coal tar and a little reclaimed 
leather. It is said to outwear leather. 

One manufacturer voluntarily cut production 25 per 
cent last year because of inability to obtain the quality 
of leather that was desired from tanners. 

Retailers, too, are having their difficulties in securing 
merchandise in various lines. In some instances, dealers 
havent received shoes from some of their regular 
sources of supply for six or seven months, and they 
have been obliged to draw pretty heavily on their re- 
serve stocks. 

The pre-Memorial Day season here saw a heavy pro- 
motion of white shoes by retailers, both rationed and 
unrationed styles. Cool and rainy weather has for the 
most part held down any heavy demand for whites, but 
retailers anticipate that as soon as Summer weather sets 
in the demand will be brisk and very nearly on a par 
with pre-rationed Summer seasons. 

Stores still having a supply of white combination 
spectators pumps are enjoying a good demand for 
these fast disappearing numbers. 


Boston 
[CONTINUED FROM PAGE 62] 


Patriotically bowing to Washington’s no-pleasure- 
driving request, the Boston Boot and Shoe Club has 
talled off all plans for its mid-Summer gold tournament. 
lts untiring president, Francis C. Donovan, points out, 
however, that the club will continue to hold its Fall 
and Winter dinner meetings monthly, just as it has 
without interruption for the past 55 years. 


For excellence in production of shearlings used in 
flying clothing and in aviation footwear, the Winchester, | 
N.H., tannery of the A. C. Lawrence Leather Co. gets 
the Army-Navy “E” award on June 15. | 
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ESPONSIBILITY FOR THE FUTURE 


Kawneer shares part of your task—by 
investigating post-war selling.... 


You'd give a lot right now to know just what the post-war 
world will be like—and how inevitable changes will affect 
your business. Certainly, competition will be keener. Cer- 
tainly, there will be a flood of new and better products; 
c@ new era of merchandising; a public keyed to new things. 


Kawneer has undertaken the task of sharing with you part 
of the responsibility for your future and that of your enter- 
prise; by finding out how Kawneer Store Fronts can serve 
the progressive merchants of America better than ever 
before. THE KAWNEER COMPANY, NILES, MICHIGAN 


Mawmees STORE FRONTS OF TOMORROW 








Los Angeles Area 


Rationing 


GRADUAL adjustment of the buying public as wel , 
the shoe retailers to the rationing program is result 
in the leveling of the manufacturers sales curve, in moe 
cases to the maximum permitted for rationed shox 
under the amended War Production Board M-217 Orie. 
These maximums, however, are difficult of attainmey 
because of growing labor and material shortages jy 
this critical defense area. Customers are demandj 

rationed shoes principally in the lower-heeled types anj 
are accepting without any comment the restricted pat 
tern assortment as well as the darker colors which a 
|now the only available finished shoes which can 
made. —_— 

Of course, all customers are interested in the ». 

rationed shoes, which have been developed by sever ( 
factories in this area. Experiments are still continuing 
with all-purpose as well as satisfactory appearing wb 
stitute outsoles. The principal problem does not seen 
to be insoles or upper material fabrics, although ther 
is an increasing difficulty in securing gabardine, eg, 
for this purpose. The outsole question is still unsettled, Bosti 
with some substitute soles being used, which, however, § " ™ 





Total 





as this development continues, will undoubtedly bf swarde 
changed at a later date in order to make a better § Depot, 
wearing, better appearing and more acceptable nop this qu 


critical outsole. ddliver 

There has been some difficulty, particularly on orders J soon be 
in process prior to the 25th of April and received 
several months before that date, in securing rationing J the per 
currency in order that shipments may be made. Some § more, i 





dealers’ inventories were exceeding low on the 0h "# # 

: a-s balance 

TAY LO R M A D F of April, as a consequence of which it has been neces § terns 
e sary for them to go through the rather burdensome = 

arti 


process of applying for an additional currency allot 


B A LA N CE S Q U A L | TY ment. Particularly has this been true of well rated yet = 


small women’s specialty shops and men’s haberdashery J. F. 
stores where Spring shoes had not yet been received -— 
and where stocks were almost nil at the time the details J ¢p, 99, 
of the shoe currency order were formulated. tion, 15 
J. Lane 
vell Ci 


War Manpower 


26,000. 

The competition the shoe factories in this area ate § A. Pree 
encountering, not only from the normal quotas which = 
n 


the Selective Service Draft Law requires, but also from Eaton ( 
critical War Defense Industries, is constantly becoming § Shoe C 
more severe. The new procedure formulated by the J Mf. C 











War Manpower Commission with reference to Avail- ag 

ability Certificates is being thoroughly analyzed at this § Gardine 

time and will undoubtedly, if finally accepted by the ag 

shoe manufacturers as a group, avoid to a degree #t 9 . 

least, some labor piracy and reduce labor turnovers. ln J Leather 

view of the fact that the. shoe industry, in making an | 

tioned shoes, is classified as an essential industry, it mary 

PROOF THAT CUSTOM hoped that a greater opportunity to maintain essential F BJ, Gj 
ae wea and key persons in each factory will be permitted. =< 
Wage rates, on account of the competitive situation, Shoe C, 

[TURN TO PAGE 99, PLEASE] 13,850, 
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Contracts Awarded for Service Shoes 





Total of 1,235,120 Pairs Ordered by Army for July Delivery— 
Contracts to be Negotiated for Balance to be 
Delivered by October 31 


Boston, Mass.—Contracts covering 
the manufacture of 1,235,120 pairs of 
III service shoes have been 
awarded at the Boston Quartermaster 
Depot, it was announced recently. It 
was made clear, at the same time, that 
this quantity represents only the July 
delivery quota and that contracts will 
goon be negotiated for the balance of 
the total quantity which the Army con- 
templates buying for delivery during 
the period ending October 31. Further- 
more, in the language of the press re- 
lease announcing the above facts, “the 
balance will involve changes in pat- 
terns for the shoe uppers and some 
changes in the bottom construction.” 

Participating in the award of shoes 
for July delivery are the following 
manufacturers: 

J. F. McElwain Co., 158,840 pairs. 
Cannon Shoe Co., 29,025. Belleville 
Shoe Mfg. Co., 16,550. R. P. Hazzard 
Co., 20,000. Endicott-Johnson Corpora- 
tion, 155,750. Bedford Shoe Co., 8,000. 
J. Landis Shoe Co., 8,000. Perry-Nor- 
vel Co., 13,350. Allen-Squire Co., 
26,000. International Shoe Co., 216,075. 
A. Freedman & Sons Co., 7,740. Boston 
Athletic Shoe Co., 7,200. 

John A. Frye Shoe Co., 8,000. C. A. 
Eaton Co., 55,410. Joseph F. Corcoran 
Shoe Co., 12,000. A. S. Kreider Shoe 
Mig. Co., 5,400. A. S. Kreider & Sons 
Go, 5,400. Daly Bros. Shoe Co., 19,350. 
Knapp Bros. Shoe Mfg. Co., 8,100. 

er Shoe Co., 8,000. Curtis- 

s-Embry, Inc., 5,400. A. R. 
liyde & Sons Co., 25,400. Shelby Shoe 
Co, 14,700. Commonwealth Shoe & 
leather Co., 8,400. 

Hill Bros. Co., 13,350. Doyle Shoe 
Co, 11,350. Ascutney Shoe Corpora- 
tion, 8,000. Brown Shoe Co., 83,850. 
EJ. Givren Shoe Co., 10,000. Hubbard 
Shoe Co., 10,320. Farmington Shoe 

Co., 8,000. Leonard & Barrows 
Co., 10,000. John E. Lucey Co., 
William Brooks Shoe Co., 
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14,700. Koss Shoe Co., 5,000. Knipe 
Bros., 7,200. Bridgewater Workers Co- 
operative Ass’n, 8,000. A. G. Walton 
& Co., 6,300. 

Wall Streeter Shoe Co., 10,000. Free- 
man Shoe Corporation, 28,000. John 
Pilling Shoe Co., 8,000. Red Wing Shoe 
Co., 5,000. Milwaukee Shoe Co., 8,000. 
Sam Smith Shoe Corporation, 11,610. 
Holland-Racine Shoes, Inc., 20,000. A. 
H. Weinbrenner Co., 20,000. Mid- 
States Shoe Co., 18,000. Jung Shoe 
Co., 7,200. G. P. Crafts Co., 8,000. 
Craddock-Terry Shoe Co., 26,400. Chip- 
pewa Shoe Mfg. Co., 5,400. Gil-Ash 
Shoe Co., 8,000. 

Miscellaneous Army purchases, also 
recently announced, include 330,960 
pairs of military leather soles; 102,360 
pairs of leather innersoles; 120,000 
square feet of upper leather; 3,873 
pairs of over-the-shoe waders; 10,248 
pairs of Type II service shoes; 5,600 
pairs of whole black rubber heels; and 
1,250 gross of toe plates for shoes. 

Army shoe contract awards in addi- 
tion to those announced late in May 
include those covering the manufacture 
of 1,054,880 pairs of Type II service 
shoes, 200,000 pairs of women’s field 
shoes, 47,200 pairs of women’s low 
overshoes, 28,200 pairs of women’s four- 
buckle arctics and a miscellaneous as- 
sortment of other footwear types and 
supplies. These awards are as follows: 

Type II Service Shoes—General Shoe 
Corporation, 403,676 pairs; Weyen- 
berg Shoe Mfg. Co., 237,874; Hanover 
Shoe Co., 113,330; and Federal Prison 
Industries, 300,000. This last award 
has been objected to by Brockton manu- 
facturers. 

Women’s Field Shoes—Simplex Shoe 
Mfg. Co., 50,000 pairs;Juvenile Shoe 
Corporation, 45,000; The Green Shoe 
Mfg. Co., 60,000; and J. Edwards & Co., 
45,000. 

Women’s Low Overshoes — United 
[TURN TO PAGE 91, PLEASE] 





Lawson Chosen 
New President 


Rochester, N. Y.—The new ban on 
pleasure driving resulted in the can- 
cellation of the annual meeting of the 
New York State Shoe Retailers’ Asso- 





LLOYD J. LAWSON 


ciation, scheduled to be held in Syra- 
cuse, June 20th, it was indicated by 
Jesse L. Patton, chairman of the board. 
Lloyd J. Lawson, a member of the re- 
tail shoe firm of Gardner’s, Oneonta, 
is the new president. of the associa- 
tion. He will succeed John W. Mills, 
of Schenectady. Other nominations in- 
clude John J. Moore, Rochester, first 
vice - president; Harry [Ehrenpries, 
Syracuse, second vice-president; Robert 
F. Dacey, Watertown, third vice-presi- 
dent; Fred Silsby, Geneva, fourth vice- 
president; Ernest A. Beaumont, Al- 
bany, treasurer; Jesse L. Patton, Sche- 
nectady, chairman of the board; Wil- 

liam Pidgeon, Rochester, Chaplain. 
Mr. Lawson, who is associated with 
Leslie Gardner, a former president, 
went to work there shortly after finish- 
[TURN TO PAGE 91, PLEASE] 
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Rubber Director Inspects Synthetic Plant 





William M. Jeffers, National Rubber Director, gets the lowdown on synthetic 
rubber from workman Pasquale Ferrazzani at a Dewey and Almy Chemical Com- 


pany plant. 
talking with chemists. 


His technical advisor, Colonel Bradley Dewey, is in the background 





Bitzer Heads Northwest 


Retailers 


PORTLAND, ORE.—George Bitzer was 
elected president of the Pacific North- 
west Shoe Retailers’ Association at the 
annual convention held here recently. 
Other officers elected were Joe Kohls, 
Yakima, Wash., vice-president; Ward 
Brazelton, Portland, treasurer; Nor- 
man Klasgye, Seattle, secretary. 


James Mount, district shoe rationing 
representative, spoke on shoe rationing 
at a luncheon meeting. He urged co- 
operation of dealers with the rationing 
program. Catherine J. Bollam, director 
of women’s activities for The Oregon- 
ian, described wartime shoe and cloth- 
ing styles. Will Knight welcomed the 
delegates, over 200 of whom attended. 
Visitors came from Washington, Ore- 
gon, Idaho, Montana, Wyoming, British 
Columbia and Alaska. 

Eight appointments to the board of 
directors were made: Joe Kohls, George 
Bitzer, Ward Brazelton, Norman Klas- 
gye, Pete Freison of Tacoma, Bill 
Kaiser, Spokane; Jack Conley, Seattle, 
and I. A. MacDowell of Albany. 





Correction 


In an article on the children’s shoe 
shortage, appearing in the June Ist 
issue of Boor AND SHOE RECORDER, it 
was incorrectly stated that manufac- 
turers’ production for the first six 
months in 1943 is limited to the amount 
produced in the last six months of 1942. 
This should have read, “Manufacturers’ 
shoe production for the six months be- 





ginning March Ist is restricted to the 
volume of output in the last six months 
of 1942.” 


No Boston Shoe Fair 
Held This Year 


Boston, Mass.—“The Boston Shoe 
Fair, which in recent pre-war years 
was held during the first week in June, 
is not being conducted this year by the 
New England Shoe and Leather Asso- 
ciation in patriotic compliance with 
official requests of the Office of De- 
fense Transportation that all shoe and 
other conventions be cancelled for the 
duration as a war conservation mea- 
sure,” according to Maxwell Field, as- 
sociation secretary and show manager. 
“This is the first time in 24 years that 
this leading industry-wide Summer 
show is not being held in Boston,” de- 
clared Mr. Field, “but all members of 
the shoe trade are assured that with 
the return of peacetime and normal 
conditions our association will again 
conduct its Boston Shoe Fairs as a 
service to the industry’s shoe manufac- 
turers, wholesalers and retailers.” 

The Boston Shoe Fair had grown 
and expanded over the past several 
decades until it attracted over 600 
exhibitors who displayed their shoe 
lines and samples in two Boston hotels, 
the Statler and Parker House. This 
show was also notable in that it repre- 
sented the largest industrial or trade 
convention which was held in Boston 
during the year, taxing all hotel facili- 
ties in the city. 


lowa Travelers Hold 
Successful Show 


Des Moines, Iowa.—A most sucegss. 
ful Iowa Shoe Fair was held recently 
at the Hotel Fort Des Moines unde 
auspices of the Iowa National Sho 
Travelers. 

“At this Fair,” reported Harold § 
Marple, president, “the association had 
voted to dispense will all fuss ang 
frills. There were no luncheons, po 
banquets, no speakers, just business 
discussions of quotas and deliveries and 
buying whatever allotments retailers 
were given. Buyers as a whole took 
rubber and composition soles in stride 
and there were few complaints. |p 
fact, buyers and merchants were well 
pleased with the styles and patterns 
the shoe industry offered in spite of 
restrictions and lack of materials, Mer- 
chants bought readily and accepted the 
quotas and allotments given them by 
their manufacturers.” At a_ get-to- 
gether in the Cabin at the Hotel Des 
Moines, A. C. Robertson, secretary of 
the association, was presented with a 
gift from his fellow travelers for his 
work in making the Fair a_ success, 
The Des Moines Convention Bureau 
was host to the visiting ladies at a 
luncheon. 


Saks Fifth Avenue 
New Florsheim Agency 


New York—Saks Fifth Avenue an- 
nounced in a full-page ad in the New 
York Times recently the fact that they 
are now an agency for Florsheim shoes. 
“Florsheim shoes for men are now es 
tablished in their new headquarters at 
Saks Fifth Avenue,” copy read. There 
are thousands of you New Yorkers who 
always wear Florsheim shoes, and we'd 
like you to be the first to come up to 
our sixth floor and see our new display. 
You'll be greeted by veteran Florsheim 
salesmen. 

“Our selection of Florsheim civil, 
military and naval shoes is exception- 
ally large, and it includes all the cur- 
rent models, together with a complete 
range of fractional sizes and widths.” 


Wallachs Departments 
Relinquished 


CHicaco—In explanation of recent 
full page ads of Saks Fifth Avenue m 
two New York papers, announcing the 
addition of Florsheim shoes for men, 
-Florsheim Headquarters in Chicago 
state that their operation of the shoe 
departments in Wallachs Inc. was dis- 
continued upon the expiration of their 
lease April 30 last, the company 4a 
ranging in lieu thereof for Saks Fifth 
Avenue and Saks Herald Square 
handle its men’s line. 

This in effect is relinquishing mm 
outlets for two and wil] not otherwise 
affect the Florsheim men’s stores 
other strategically located dealers. 
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Rattlesnake Leather 
For Shoe Uppers? 





Boston, Mass.—Sergeant Samuel Rubin, 
attached to the 31st Medical Regiment 
at Comp Barkeley, Texas, has succeeded 
is increasing by one skin the curtailed 
raw stock inventory of the Colonial Tan- 
sing Co., Inc., of this city. The skin was 
token from a six-foot rattlesnake which 
the sergeant killed while on maneuvers 
and was sent by him as a present to 
Kivie Kaplan, Colonial's hide buyer and 
former employer of the sergeant. The 
shin, since its arrival in Boston, has been 
tonned and added to stock. 





Heavy Buying at 
Chicago Showing 

Chicago, Ill.—Business proved more 
active than had been anticipated, at 
the recent monthly shoe show held at 
the Morrison Hotel under the auspices 
of the Shoe Travelers’ Association of 
Chicago. There was a large registra- 
tion of buyers, particularly from the 
midwest states of Iowa, Wisconsin, 
Ohio, Michigan, Indiana, Missouri and 
Illinois. 

All buyers naturally asked for at 
once deliveries, but finding that im- 
possible in many instances, were satis- 
fied to place their orders for delivery 
as early as possible. There is still ac- 
tive demand for house slippers of all 
varieties, although most manufacturers 
are in no position to accept orders 
for them at this time. Although it 1s 
late in the season for such buying, the 
demand for white footwear was tre- 
mendous. With the first ration stamp 
expiring June 15, retail outlets have 
found that many consumers. who have 
net yet used this first stamp are now 
turning it in for Summer footwear. 
Consumer understanding of rationing 
has now struck an even keel. There is 
no more flurried buying, very little con- 
fusion in the minds of the ultimate 
user and as a result, retail shops are 
apparently experiencing a return to 
tormaley with a steady flow of busi- 
ness in almost all types of shoes. 

Non-rationed shoes with new de- 
velopments in soling materials are a 
constant source of interest to buyers. 
Rope sales treated with rubber sub- 
stitutes, and wooden soles combined 
with fabric uppers lead the Summer 
Parade in the non-rationed categories. 


Returns to I. Magnin 


Los Angeles, Calif—Verne Richard- 
son has returned to the I. Magnin shoe 
in a selling capacity, having re- 

as contact man for Ted Saval. 
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FOOT BALANCERS ] 


@ Strengthen weak feet 
@ Aid circulation 
@ Help allay fatigue 
@ Promote good posture 
@ Lightweigh?, no metal 
@ Interchangeable in 

all of your shoes. 


is 





War workers on concrete floors, mili- 
tary personnel, in fact, everyone is 
walking more these days, and needs 
CUBOID BALANCERS, 


No Coupon Needed 


FOR CUBOIDS 





Foot and Body 


BALANCE 


Helps achieve good posture — 
makes shoes wear longer and look 
better longer. Wear Cuboids—A 
JOY to good feet; A GODSEND 
to foot sufferers! Demand GENU- 
INE CUBOID BALANCERS; 
accept NO substitutes. 








This Might Have 


Been Your Ad 


Cuboid Foot Balancers are stepping up sales and profits for more 
than 100 fine shoe and department stores, and are helping to keep 
shoe salesmen happy by bringing them EXTRA EARNINGS. 





H. E. BARBER Now in Field 


Mr. H. E. Barber, vice president and field 
supervisor, is now in the Middle West open- 
ing new Cuboid accounts. Contracts have 
recently been signed with J. W. Robinson 
Co., Los Angeles; Rodder’s Fresno; and 
Lane Bryant, Philadelphia. Other fine stores 
are on our preferred waiting list. 


Bear with us if we cannot give you imme- 
diate service, but if you are seriously inter- 
ested in a profitable CUBOID department, 
write 


BURNS CUBOID CO., INC. 


BOX 1743, SANTA ANA, CALIFORNIA 


8? 
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A straight inside last that Rubber 

is not an in-flare. This Co., 7,91 
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correction. Rubber 
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Insoles —in sheets; flexible, ventilat- THE MILLER SHOE CO. hogt 

ed strips; Knox Blocks Health Shoemakers of over-t 

CINCINNATI, OHIO E. Keitl 

Linings—sock, vamp and quarter ale 
linings; heel pads 
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Platforms Midsoles - Counters (earried in stock) [o 
for efficient store operation ing hig! 
Heels and Wedges - Heel Bases P Giawi 
2 Inventory Pads (100 sheets) 2106 $ .50 ward W 
Sales Record Slips: Form D school ir 
Write for further information . = (100 slips) 25 he pets 
Refund Record Slips: Form E ee 
and samples wer gad (80 cise) 1 Armistic 
Customer Record Cards: Form F uve he 
100 (Size 5”x3”) (500 @ $6.25; Chambe 
1M @ $10.00) 1.50 munity 
: Ceiling Price Stickers (1452 per book) 2.00 | § of the s 
INDUSTRIAL DIVISION (2 books @ $3.50) S*. 
j As 
HOMASOTE COMPANY |. MERCHANTS SERVICE DEPT. on resou 
TRENTON NEW JERSEY 209 S. STATE ST., CHICAGO tion of 
- vention } 
ep tion. Me 
Brown Shoe Co. Nets $2.06 ri nad 
In Six Months associati 
St. Louis, Mo.—After provision for poorly 
$1,615,000 of income and excess profits ney A 
taxes for the six months ended April = 
30, Brown Shoe Company had net in- 
come of $508,436 or $2.06 per common Simpl; 
share, as against net income a year mpi 
ago of $502,167 or $2.04 per share after § Ration 
tax provision of $858,000. Wask 
Net sales amounted to $27,252,548 _ vase 
against $23,186,183. a dr 
As against notes payable of $2,100; — ™ w 
000 a year ago, company has notes details ' 
payable of only $200,000 as of April § ™™5 ™ 
30, reflecting largely a reduction in Po hi 
accounts receivable to $5,804,900 from eo 
$7,389,776 a year ago. Ration C 
. Classi 
Rhea Nichols on for Type 
Extended Tri pacs ani 
P inches ir 


New YorK—Miss Rhea Nichols, di- to includ 
rector of promotion of the Allied Kid tions it 
.Company, left New York recently for § oj gin, 
an extended trip through the South and edvacter 


New York—With the high rubber boot out of the picture for the duration, women © the West Coast. In the various cities 9 they i. 
and girls will keep their feet warm and dry in two-snap galoshes on varied hee} Miss Nichols will contact retailers, follows : 
heights and wool-lined boots with reclaimed rubber soles and waterproofed ™anufacturers, as well as women’s of LAp 
leather uppers. The two-snap gaiter on medium heel shown here is from Misha- &2nizations. ro! to turn 
waka's Ball-Band Victory Rubber Footwear. The two-snap galter on low hee! with Miss Nichols is active in United Wear of 
extra broad tread has been especially designed by the Goodrich Footwear Division Seamen’s Service, Inc., being on the B sain, . 
for wear over the low heel campus type shoes. The sheepskin overboot with shear- House Committee of the Andrew Furv- SA. 
ing and reclaimed rubber soles is being made by the United States Rubber Co. to seth Club in New York, where she place of 
provide women and girls with a warm waterproof boot te wear over low and represents the American Women’s Vol- in use, 
medium heel shoes. untary Services. name an 
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Contracts Awarded 


For Service Shoes 


[CONTINUED FROM PAGE 87] 


States Rubber Co., 22,460 pairs; Hood 
Rubber Co., 11,134; Goodyear Rubber 
Co., 7,916; and Tyer Rubber Co., 5,690. 

Women’s 4-buckle Arctics—Hood Rub- 

ber Co., 14,100 pairs; and United States 
Co., 14,000. 

In addition to this the United States 
Rubber Co. is to make 3,092 pairs of 
black basketball shoes and 3,141 pairs 
of over-the-shoe waders; and the George 
BE. Keith Co. is to make 312 pairs of 
women’s low service shoes. 





Lawson Chosen President 
[CONTINUED FROM PAGE 87] 


ing high school. In 1918 he entered 
Carnegie Institute and shortly after- 
ward went into an officers’ training 
school in preparation for World War 1. 
He returned to Gardner’s after the 
Armistice. Mr. Lawson has been .ac- 
tive in the merchants’ division of the 
Chamber of Commerce and in com- 
munity affairs, as well as a director 
of the state shoe association. Election 
was carried out by mail. 

As the war makes greater demands 
om resources, it is realized that resump- 
tim of meetings and the annual con- 
vention must be put aside for the dura- 
tin. Meanwhile, through the function- 
ing of its problems committee and 
through various other activities, the 
association will try to increase the 
value of its service to members con- 
fronted with more problems now than 
in normal times. 


Simplify Regulations for 
Rationed Rubber Footwear 


WasHINGTON, D. C.—New regula- 
tions, drafted in simple language and 
form, which are designed to simplify 
details of the system for rationing 
men’s rubber boots and rubber work 
shoes, have been issued by OPA, ef- 
fective June 5th. The new regulations 
comprise Ration Order 6A, replacing 
Ration Order 6. 

Classifications of workers eligible 
for Type 5 rationed footwear (rubber 
cs and bootees not more than 10 
inches in height) have been increased 
‘0 inelude miners, loggers, communica- 
toms linemen, construction workers, 
dl drillers, quarry workers and clay 

tors, when a definite need for 
is shown. Other changes are as 


L A purchaser is no longer required 
turn in any worn-out rubber foot- 
war of the rationed types in his pos- 
‘sion at the time he buys a new pair. 

A new ration certificate takes the 
place of the three-part certificate now 
Ruse. The consumer will write his 
MMe and address on the back before 
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BUILDERS 


Los Angeles, Chesney Shoe Co. 
Sacramento, The Van Voorhies- 
inney Co. 


Colorad 
Denver, The Kemp Shoe Co. 


_ 
P| 


Florida 
ie, J. H. Churchwell Co 





Georgia 
Atlanta, Gramling & Collinsworth 
Minos 


Chicago, : te & Kirschten 


‘o. 
Chic Keehn Bros. 
Peoria, john Moser & Son 
ladiona Cincinnati, R 
Indianapolis, E. P. Bayless Shoe Co. 
lowe 
Cedar Rapids, The Otis-P. ‘0. 


D Merchants S: ; Van Wert, The 
Keokuk, Larson & Hodge inc. anesville 





obert Graefe 
} a me Bibow & Srail Shoe Co. 


Coombs Shoe Co. 
Zanesville, The Black & Grant Co. 





WHERE TO BUY THIS NATIONALLY DISTRIBUTED 
LINE OF MEN'S STAPLE SHOES 


California Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. of 

ie New England, Inc. T 
Michigan 

Detroit, American . 

Grand Rapids, Hoekstra Shoe Co 

Saginaw, Michigan Shoe Co. 
Minnesota 

St. Paul, Scheffer & Rossum Co. 
Nebraska 


Lincoln, Branch Bros., Inc. 
Omaha, Trade Builder Shoe Co. 


Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc: 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 


ennessee 
Bristol, King Brothers Shoe Co. 
Knoxville, McCallie Shoe Co. 
Memphis, Wm. R. Moore 
ry Goods Co. 


Shoe Co 


Uteh 
Salt Lake City, Zion's Co-Operative 
ercantile Institution 


Was 
Seattle, Washington Shoe Co. 
Spokane, The Adams Leather Co 


West by 
Charleston, a ith & Co. 


Huntington, Jeff Newberry Co 


Wise 
Milwaukee, Gaenslen Bros. 
Oshkosh, H. C. Roenits Co. 





presenting it to the retailer or sending 
it to a mail order house. The merchant 
endorses it and sends it to his supplier 
when ordering replenishments. Until 
these new certificates are available, 
Part I of the present form will be used 
in this way; Parts II and III will be 
destroyed by the War Price and Ration- 
Board before the certificate is issued. 

8. Purchasers of rationed rubber 
footwear may return it to the seller 
for refund if it has not been worn. The 
merchant in this case returns the cer- 
tificate to the customer. 

4. All trade reports and applications 
are to be filed with the OPA district 
office instead of the local board. 


5. Retailers need no longer keep de- 
tailed sales records. 

6. Manufacturers may use ration 
certificates to acquire rationed footwear 
from other establishments. 

7. Rubber footwear for testing pur- 
poses is now available to persons other 
that manufacturers. 

8. One firm may acquire, without 
certificates, all the rationed rubber foot- 
wear from another firm that is dispos- 
ing of its stock of this footwear. In 
such cases the buyer must file an in- 
ventory and register at the OPA dis- 
trict Office, and the seller must send 
all records to the District Office for the 
area where it is registered. 
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; Rubber Footwear 


Whiwe | Expert Promoted | 


Boston, Mass.—The promotion ‘to 
Fo Captain of Ist Lt. Raymond E. Ryan, 
| QMC, purchasing and _ contracting 
| officer for rubber footwear at the Bos- 
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$ ASCO 
BOWLING SHOES 
and OXFORDS 


20 STYLES IN STOCK 
IMMEDIATE DELIVERY 


All reg. combination soles 
Right foot rubber sele 
Left foot leather sole 


SEND FOR 
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CAPT. RAYMOND E. RYAN 






ton Quartermaster Depot, has been an- 
nounced by Col. Samuel I. Zeidner, | 
Q.M.C., Commanding Officer of the | 

Boston Depot. SHOE FORM CO. Inc, 

For nine years prior to being called | BRNTE Ta 

to active duty from the Reserve Corps 
in 1942 Capt. Ryan was civilian chief 
inspector of rubber footwear at the - — 


Army’s Boston Depot and is well known 
to the trade. don, C. Henry Jacobs, Louis C. Jacobs, 


Capt. Ryan is a native of Rockland, Nathaniel P. Lyons, Joseph W. Mac 
Mass. He was graduated from Rock- pherson, Francis B. Masterson, Daniel 
land High School in 1921 and from Myerberg, Walter Reinstein, Morris 
Boston College in 1925. The son of Rosenston, Ben Rubin, Alfred Schachat 

| Mr. and Mrs. Fred Ryan of Rockland, Hyman Snider. 

Capt. Ryan is married and, with his ee 

— | wife and three children, resides at 92 Open New York Office 

CADIE CHEMICAL PRODUCTS INC. Pacific Street, Rockland. New Yorxk—The Industrial Divisio 








621 SIXTH AVE., NEW YORK CITY 
of Homasote Company, Trenton, New 
MOCCASINS for the sale of Beaufort Shoe Parts. 
To Red Cross According to Sering D. Wilson, man- 
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Boston, Mass.—The 210 Associates, ager of the Industrial Division, the 
MEN'S, BOYS’, LADIES'|| Inc., will hold their sixth banquet and Office opened on June 1 in the Ma» 













$1. 50 u entertainment on June 16 in the Im- bridge Building, 1328 Broadway. 
p perial Ballroom of the Hotel Statler, 
18 Styles here. In addition to the usual excel- Boston Club Cancels 
INsTOCK || lent show, the highlight of the evening 
Style £6147 mee | ed will be the presentation of a fully- Tournament 
equipped mobile kitchen canteen to the Boston, Mass.—At a recent meeting 
ARNOFF SHOE CO 101 Duane St.,N.Y.C Red Cross for use of the armed ser- of the executive committee of the Bos- 


bess 7 | vices. This canteen was purchased ton Boot and Shoe Club, held under 
, with money raised in the shoe, leather the chairmanship of Francis C. Dono- 
f and allied trades. Another innova- van, president, it was unanimously 
Shoe Man Recuperating tion will be the admittance of women - decided to cancel the annual] Summer 
New YorK—Arthur Goldin, sales- to the affair, the first time since the golf tournament usually held in June. 
man for the Miller Shoe Company of advent of these shows. Reasons were the recent ban on plea- 
Cincinnati, Ohio, is recuperating at The committee has worked hard in sure driving, the fact that there will 
Postgraduate Hospital, here, after a its endeavor to make this the finest be no Boston Shoe Fair this year, and 
serious illness. Mr. Goldin suffered show the group has had. Following is a feeling that this was not the most 
from an ingrowing toenail which be- the committee appointed by T. Kenyon feasible time to hold a tournament of 
came infected; blood poisoning devel- Holly, president of The 210 Associates, this kind. 
oped, and his right leg had to be am- Inc.: Abe Bloom, chairman; Harry The Hotel Vendome was chosen by 
putated below the knee. Mr. Goldin Aronson, Hyman Auerbach, Abe W. unanimous vote as the meeting place 0, 
would be glad to hear from his friends Berkowitz, A. S. Burg, Albert A. Cerf, for the dinner-meetings of the 1943-44 
in the industry. Edward A. Goodman, Albert E. Gor- season. 
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Toca, A PRIORITY FREE ITEM THAT YOU CAN 
V. Mac- 
Desi MERCHANDISE FOR THE DURATION 
orris 
=hachat. 
The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
tn demonstrating the ease and simply constructed parts of wood. 
Division speed of adjustments, apply * Men who want to preserve the shape and appearance of their shoes 
m4 bos panel to solid end of pia. will find that the V tree is made for long and efficient service. 
Parts. Its smart walnut stain finish attracts the eye and its easy to change 
\, man- adjustments will please the practical buyer. 
~— The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 
Made in all sizes and widths corresponding to Men’s shoe sizes. 
neeting - 
1e Bos- fg ck 
under ye? 
Dono- 
mously at 
ummer oe =. 
| June. ‘ eS 
1 plea- Ses : cS 
e will Aare Sen SS) ee | Sm 
rd and ‘e) O O 
» most 
ent uf 
en by 
pe 0. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 
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SKI BOOTS 
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NOT RATIONED | 
Designed by 
Swiss Ski Experts 
$2.85 Up 
10 STYLES IN STOCK 
+ 
ss einen 
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MILITARY OXFORDS 
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$ 35° |) BUCKLE 






——"@ LEATHER COLORED 
COMPOSITION SOLE 
SIZES 6-12 


Military Footwear 


ARNOFF SHOE CO.,INC., 101 Duane S#..N.Y.C 


New Hours for Toronto Stores 


MONTREAL, CAN.—Closing hours for 
Toronto shoe stores which became ef- 
fective recently, are Monday and 
Tuesday, 6 P.M.; Wednesday, 1 P.M.; 
Thursday, Friday and Saturday, 9 
P.M. The following stores are affected: 

Harry Bell, Boke Shoe House, W. D. 
Brown Shoes, Bruce Cardwell, M. M. 
Caster, E. R. Cherry, J. L. Chisholm; 
Chishoims Shoes, Dunning Shoe Stores, 
Gilbert’s Shoe Store, Harold J. John- 
son, J. Jupp & Sons, Lincoln Shoes, 
Phillips’ Shoes, Ricketts Shoes, D.:M. 
Russell & Son, Taylor’s Shoes, Harry 
Young. 
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WILLIAM ISELIN & Co.. INC. 


FOUNDED 1808 


Facto 


Our factoring service makes it possible 
for the shoe executive to devote full time 





er for Manufactures 

to production and selling activities—the roe Selling Agus 
real source of profits. of Shoes, Leathe 

| and Allied Products 


Inquiries invited 


357 Fourth Avenue NEW YORK 
Branch Offices 


= LYNCHBURG, VA. GRAND RAPIDS,MICH. LOS ANGELES. CALIF, 
| TTT 








including suggestions for starting 
“Calling All Girls” clubs in stores and 
illustrated summaries of fashions to be 
featured in the Fall issues. Every kit 
also included a copy of the “Jabber. 
wocky Journal,” an amazing and amus- 
ing compilation of the latest jive 
“slanguage” as reported by the maga- 
zine’s readers over the country, which 
is being featured by many leading 
stores as a give-away to attract the 
teen trade and is also being used by 
advertising copywriters who want 
get into the teen groove. 


Teen Preferences Presented 
At Showing 


New York—Teen “slanguage,” fads 
and customs, as well as teen fashions 
were presented at the Coming Out 
Party of “Calling All Girls” magazine 
recently at the New Yorker Hotel, here, 
to a large audience of retail store and 
advertising executives. Forty teen age 
girls appeared on the stage with Nancy 
Pepper, Fashion Editor of “Calling 
All Girls.” They gave helpful pointers 
about selling and servicing the teen 
trade. These girls represented the New 
York contingent of a coast-to-coast or- 
ganization of Hi-Style Scouts who 
served as fashion consultants for “Call- 
ing All Girls.” 

An interesting analysis of teen 
fashion preferences for Fall was made 
on the strength of a nationwide ques- 
tionnaire, answered by about 1100 Hi- 
Style Scouts. Complete promotional 
kits were given to everyone attending, 





Install Cuboid Department 


Chicago, Ill—The Lane Bryant Co. 
is one of the latest important stores 
to install a Cuboid department. This 
department is being handled by W. D. 
Wallace. Arrangements for the depart- 
ment were made by H. E. Barber, Cu- 
boid’s field supervisor. An excellent 
opening business was recorded. 





Sells Merchandise from Illustrations 





Milwaukee, Wis.—A method of selling merchandise from illustrations has beet 
devised by Color Print, here. It takes one-tenth the space of actual mercha 
Outstanding feature is the easel card which rests in a pocket in the book, moking 
it possible for the merchant or salesman to remove the cards illustrating styles of 
interest to the buyer and set them up as illustrated. This unit was prepared for 
Winthrop Shoe Co. 
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Two Sons in Service 


Cuicaco, Int.—Herbert Nathan, son 
@ Willi Nathan, vice-president of 
Sun Shoe Mfg. Company, was inducted 
into the armed forces recently. An- 
other son of Mr. Nathan, Sgt. Kurt 
Nathan, is stationed in Orlando, Fla. 
and will be married shortly to Miss 
Hinda Kramer of Maitland, Fla. 

The employees of Sun Shoe Mfg. Co. 
were recently awarded the Minute Man 
Flag, an award given to those com- 
panies, all of whose employees con- 
tribute at least 10 per cent of their 
salaries to War Bonds. 


Credit Statements 
Promote Shoe Sales 


Sourn Ben, IND.—Credit-statements 
mailing is being used effectively by 
Bros. Department Store, Inc. 

fr the promotion of shoe sales. When 
‘th statement or other reminder is 
mailed to a credit customer, a folder, 
and, business-reply card or envelope 
some other shoe reminder is enclosed. 
Tationing has made _ shoe-pur- 

4 fine art for the worried cus- 
tomer, the shoe promotion in the mails 
the credit customers has been help- 
ful to both the customer and the store. 


W. L. Douglas Renews 
Radio Program 


BROCKTON, Mass.—The W. L. Doug- | 
las Shoe Co. have renewed their radio | 
program, “Tonight’s World News,” with 


JOHN STANLEY 


John Stanley. This program is being 
heard over the Mutual Network from 
Maine to Texas at 10:30 every Sunday 
evening. The program has been on 
the air for the past 13 weeks and its 
renewal indicates the further belief of 
the W. L. Douglas Shoe Co. in advertis- 
ing in spite of shoe rationing, restric- 
tions and simplifications of styles. 

The company has devoted a portion of 
the program to the sale of War Bonds, 
the need of the Red Cross and other 
government advertising themes. Mr. 
Stanley will continue as in the past 
to interview survivors of the U. S. 
Coast Guard and men from our armed 
forces. A regular feature of the pro- 
gram has been his salute to Army and 
Navy camps throughout America and 
to the fine job of training and teaching 
that they have been doing. 





Miss Anita Luick Engaged 


New York—Announcement has been 
made of the engagement of Miss Anita 
Luick, advertising sales manager of 
the women’s shoe department at Mont- | 
gomery Ward & Co. and Lt. V. C. 
Power of the Navy Clothing Supply 
Corps. Lt. Power was formerly buyer 
of children’s shoes at Montgomery 
Ward. He is now stationed in Wash- 


ington. 








Shoe Store Teams Successful 


OmaHna, Nes.—The athletic teams of 
Hefflinger’s Shoe Store, here, have en- 
joyed a most successful season. The 
basketball team was champion of the 
Midwest Y. M. C. A. Invitational Tour- 
nament. The bowling team won the 
Ahamo League championship, receiving 
a war bond instead of a trophy. The 
table tennis team also made a creditable 
showing. 











Once a man has enjoyed Matrix 
comfort, he wants to keep on 
enjoying it—even in the Air 
Corps. 91% of the men who once 
wear Matrix Shoes come back 
for more. You need indulge in 
no flights of fancy to see what 
this means in terms of post-war 
business for you. The Matrix 
Shoes you sell today will keep 
your customers right on the 
beam to your store tomorrow. 
The House of Heywood 
Worcester, Mass. 
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“YOUR FOOTPRINT IN LEATHER” 
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SAFETY SHOES 


Union Made 














CHILDREN'S SHOES 
The C. A. Haines | 
Health Shoe 
For Children 








Flex-A-Proved Cushion 
construction, soft and 
smooth inside, scientif- 
ically designed; all J 

white 


I 4 
— Goatskin 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 


Our Distributors 
American Shoe Co., S. Freiburger & Bro. Co., 





251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 


OO Oe Oe, 
GOLF SHOES 
OO 
BUY WAR SAVINGS BONDS AND STAMPS 


$ 3:60 REMOVABLE 


AT ONCE 
DELIVERY 






* Brown Elk Uppers 
* Color Combinations 
* Goodyear Welt 





Style £2165 


Sizes 6-12 

OTHER GOLF SHOES 
Seeta We. BIND B BIG wc cccccccccccesccccces $3.95 | 
Ladies’ No. 2140-2141-2142 .........6eccceees 3.60 


Send for Catalog—ASCO ATHLETIC FOOTWEAR 





ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C 
| 





Plan Fall Showing 


Cuicaco—Preliminary plans are un- 
der way for a special Fall showing to 
be sponsored by the Shoe Travelers 
Association of Chicago, Norman N. 
Souther announces. Tentative dates 
are Oct. 30, 31, and Nov. 1 and 2. The 
event will be held at the Hotel Morrison 
and will be similar to the recent show 
held in May. 


| Attendance Heavy at Michigan Meeting 





OPA Officials Present—Questions Submitted By Shoe Men Attending 
—wW. W. Stephenson Primary Speaker 


Detroit, Mich.—Attendance at the 
special meeting of shoe men sponsored 
by the Michigan Retail Shoe Dealers’ 
Association, with W. W. Stephenson as 
the major speaker, drew an attendance 
estimated at nearly 400, outgrowing 
the capacity of the English Room at 
the Book Cadillac Hotel, originally en- 
gaged for the event, and requiring it 
to be moved to the Grand Ballroom. 
Large groups from many stores and 
departments attended, including many 
employes. 

Walter H. Magee, president of the 
Detroit Retail Shoe Dealers’ Associa- 
tion, was toastmaster, and commented, 
“No shoe association, either national 
or local, has done more to facilitate 
rationing than your own in Detroit and 
Michigan. 

“The attitude of the OPA has at all 
times been cooperative, not dictatorial. 
No city the size of Detroit has had less 
complaints on shoe rationing.” 

Questions by members of the audi- 
ence were collected during the dinner, 
and arranged for presentation to Mr. 
Stephenson for answers by a commit- 
tee that included C. Guy Dixon, William 
H. Adams, and Nathan Hack. 

Invitations to a recently formed 
luncheon club for shoe men were ex- 
tended to all present, whether asso- 
ciation members or not; there were 
many non-members among the shoe 
men in the house. The new group 
meets Wednesdays and talks over in- 
dustry problems during and after 
lunch. 

OPA shoe rationing representatives 
from several nearby territories were 


present, making one of the mou 
formidable assemblies of rationing 
executives anywhere since rationing 
started. Among these were Miss Map. 
garet Cunningham, assistant ] 
counsel for shoe rationing, Washington, 
and I. J. Burdt, regional rationing off. 
cer, Cleveland. 

Harold R. Quimby editor of CREA. 
TIVE FOOTWEAR now on the na 
tional rationing staff, spoke briefly, re 
marking, “Shoe rationing is the simple, 
most easily workable, fairest, and most 
equitable plan that could be devised, 

“The shoe. industry is indeed for 
tunate to have as the head of rationing 
a man of such capacity as Mr. Stephen. 
son.” 

A silent standing period of 30 seconds 
was devoted to the memory of past 
state president, Joseph H. Burton, who 
died the preceding day. 

A special exhibit of wartime products 
was on display across the hall from the 
meeting room providing an impressive 
illustration of some of the reasons for 
the necessity of rationing. 

Also on the dais, and briefly intro- 
duced, were: Louis Kane, president, 
St. Louis Shoe Manufacturers’ Asso- 
ciation; vice-president C. Guy Dixon, 
secretary Sam Plotler, and treasurer 
Adolph Goetz of the DRSDA; presi- 
dent, Richard J. Schmidt, vice-president 
Nathan Hack, secretary Clyde K. Tay- 
lor of the MRSDA; and officers of the 
Michigan Shoe Travelers’ Club, many 
of whose members were in attendance. 

Arrangements for the entire dinner 
were made by Messrs. Plotter and Hack. 





New Haven Stores Doing Well 


NEw HAVEN, CoNN.—Late deliveries 
and lack of sales help are the factors 
slowing up business in shoe stores and 
departments in this city. In spite of 
these handicaps leading stores report 
their women’s business far in advance 
of the same month last year. The shoe 
buyer in one women’s specialty store 
reports business in his department 60 
per cent ahead of last May. Summer 
shoes were just beginning to come in, 
a month late. He had been selling 
patent leather in unusual quantities to 
take the place of the bright colors of 
other years. Reporting a big demand 
for navy, he said that he also expected- 
to have some navy shoes for Fail. Spec- 
tators, this merchant stated, are all sold 
out in his store. Summer suedes are in 
and selling. Two featured Summer 
suedes are a black low heel sling pump 
with square tailored bow and a high 
heel sandal on a half-inch platform. 
Officers’ wives and defense workers are 
making a new buying public with less 
conservative taste, according to this 
merchant. 


The buyer for the woman’s depart- 
ment in a large department store also 
reported a new clientele, especially the 
defense factory worker who is trading 
up in her purchases of shoes. Today's 
business, he stated, was very much 
ahead of last year’s. Shoes are coming 
in constantly and women are “buying 
everything.” Lack of sales help was 
his chief trouble. A well-known family 
shoe store of the city was having spe 
cial difficulty in getting enough chil- 
dren’s shoes. His women’s business was 
up from a year ago and his men’s hold- 
ing its own. This store, with a more 
staple business than the two above, has 
sold gabardine instead of patent leather 
this Spring. Business in unrationed 
play shoes had been very big. 


Subscribe to Cigarette Fund 
FARMINGTON, N. H.—Employees of 
the H. O. Rondeau Shoe Co., have sub 
scribed more than $150 for the pur 
chase of cigarettes to be sent to Farm 
ington men serving in the armed forces. 
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Make Customers 
Happy With Longer Level Wear 























e Wearing quality has displaced style from first 
place in most shoe buyers’ thinking. Automatically, 
good shoe repairing becomes more important than 
ever and more generally appreciated. 
and Right Rubber Heels have always given longer 
level wear—and still do when all heels are made 
of regenerated rubber. 
sign of extra pads where most wear comes is the 


I-T-S Left 


I-T-S Left and Right de- 


kind of service that keeps 
customers and gains new 
ones. Specify and use 
I-T-S Left and Right 
Rubber Heels to increase 
repair volume and profits. 


THE |-T-S COMPANY 
ELYRIA, OHIO 








Robert W. Laird 


Boston, Mass.—Robert W. Laird, 
who a few years ago succeeded the late 
Everett Packard as treasurer of the 
Avon Sole Company, died suddenly 
May 16 following a heart attack at 
his home in Brockton. Mr. Laird was 
the son of the late John A. Laird who 
founded the once well-known firm of 
laird, Prior & Co., also in Brockton. 
He was a graduate of Havard Univer- 
sity and of the Harvard Law School 
as well. 


Enlists in WAVES 


New YorkK—Miss Helen Marcus of 
the children’s shoe department at Lord 
& Taylor, here, has enlisted in the 
WAVES. Miss Marcus is the daughter 
of Daniel Marcus, a shoe merchant in 


yn. 
Take Over Shoe Store 
Derrorr, Mico. — Helen Hadley 


Shoes, exclusive ladies’ shop in the 
General Motors Building, uptown of- 
fice and shopping center, has been taken 
wer by Frank E. Hadley and Mrs. 
(Helen) Hadley as sole owners, follow- 
ing the withdrawal of William McLean, 
merly of Himeloch’s, a partner, to 
@ into war work. Reginald Archer, 
who was formerly manager, has also 
the organization. 


dune 15,1943 





Fife Named Shoe Club 
President 


New YorK—New officers of the Shoe 
Club, Inc. were named at an open din- 
ner meeting held at Hotel McAlpin 





IRVING J. FIFE 


Monday evening, June 14th. Irving J. 
Fife, a leather man, was named presi- 
dent, succeeding Herbert Lehmann. 
This is the first time that a leather man 
has headed the Shoe Club. 

Other officers are as follows: Murray 
J. Saks, Everit B. Terhune and A. H. 


Plotkin, vice-presidents; Barney Fox, 
treasurer; Milton Klein, secretary; 
William Bressler, sergeant - at - arms. 
Members of the board of directors are: 
Jess Adler, Barney B. Kimless, John L. 
Jerro, D. S. MacDonald, William G. 
Monsees, Joseph Schmidt, Benjamin D. 
Schwartz, Samuel G. Staff, Herbert 
Lehmann, N. J. McManus, John R. Lay- 
cock and Louis Fried. Miss Minna 
Morganstern remains as executive sec- 
retary. 





Open Membership Drive 


Detroit, MicH.—The Michigan Re- 
tail Shoe Dealers’ Association, under 
the leadership of President Richard J. 
Schmidt of Hillsdale, is opening a big 
membership drive throughout the state. 
Under the slogan, “In unity there is 
strength,” the MRSDA is out to enlist 
every eligible shoe merchant in Michi- 
gan. 

Details of the drive are being han- 
dled by Secretary-Treasurer Clyde K. 
Taylor of Detroit. Most important rea- 
son for joining is that OPA ra- 
tioning and other governmental regu- 
lations will require shoe merchants to 
know more about over-all industry 
problems, and that a widespread ex- 
change of information among shoe men 
together with a united front when in- 
dustry interests are threatened, are 
more important than ever before. 
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HELP WANTED 


WANTED TO PURCHASE 





A TTENTION, RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and po friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 





SEWING MACHINE OPERATORS: Puri- 
tan and Union Lock Stitch. Those in De- 
fense work need not apply. Steady work. 
SPORT PRODUCTS, INC., CINCINNATI, 
HIO 


POSITION WANTED 


ETAIL SHOE EXECUTIVE—20 years’ 

experience, highest grades Men’s, Women’s 
and Children’s. Capable assuming full responsi- 
bility, Managerial, Buying, Selling, Personnel, 
Thorough knowledge Orthopedic shoes, and cor- 
rections; excellent references. Age 38; Mar- 
ried; two children; 3-A Classification; Avail- 
able immediately. Address 4792, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


ETAIL SHOE MAN WITH 25 YEARS’ 

EXPERIENCE in Men’s and Boys’ Line 
of the better class would like position in South 
—Tennessee or North Carolina preferred. At 
present Buyer and Manager of small Men's 
and Boys’ Department. Address #791, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


ARRIED MAN—41 years—Draft exempt; 

28 years’ retail experience, presently em- 
ployed as Manager with Chain outfit desires 
change. Possess complete knowledge merchan- 
dising, Window trimming, etc. Address #790, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


LINE WANTED 


WANTED: Line of Shoes for Texas and 

Louisiana; have traveled these States 
twenty-five years, not losing a season. Have 
long list of accounts and following. Address 
#794, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, 17, N. Y. 


L INE WANTED: Shoe Man, 45, wishes Line 

for Illinois or Indiana; no road experience; 
prefer commission basis. Address +789, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, 17, N. Y. 


CAPITAL TO INVEST 


PRINCIPAL, WITH UNUSUAL CONNEC- 

_ TIONS AND ABILITY, wishes to purchase 
either an interest or outright, Play Shoe and 
Soft Sole Shoe Factory. One preferably located 
near New York, with potential expansion post- 
war period. Box #681, EQUITY, 113 West 
42nd Street, New York. 
































WANTED TO PURCHASE 








SELL US 


FOR CASH 
AND RATION CURRENCY 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE . » WE can give as reference 


any of the 15 leading St. Louis factories 


M. K. WEIL SHOE CoO. 
1326 Washington Ave., St. Louis 








MEN'S SHOES, FOR EXPORT 


30,000 Pairs Men's Goodyear Shoes. Cash 
canon in U. S. A. Buyer New York June 


Address 793, BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 





$$ 


SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N.Y. 
Phone WOrth 2-5180 




















WE BUY 
SURPLUS AND COMPLETE STOCKS 
ETTER G 


RADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs’ 
89 READE STREET 
Phone BARCLAY 7-7887 New York City 








ANTED—Last Turning Lathes. To be 

used for other purposes than last manu‘ac- 
turing. State condition, type and price. Ad- 
dress +795, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





BUSINESS OPPORTUNITY 








MANUFACTURER WANTED 


Inventor of a patent pending 
PROVED DURABLE MEN'S HALF SOLE 
made of sole leather scrap desires to contact re- 
liable firm able to manufacture large quantities 
of this highly perfected product. 

Address 796, BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














FOR SALE 


OR SALE: X-RAY, $450.00; Fourteen 

Chrome Chairs, Four Fitting Stools, $90.00. 
All the above less than three years old—like 
new. “ee BOOT SHOP, MOBER- 
LY, MO. 








OR SALE: FAMILY SHOE STORE. Fac- 

tory neighborhood. Will sacrifice for quick 
sale. Stichler’s 12838 East Jefferson, Detroit, 
Michigan. 





WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


N. 4th S# 


Philodelph F 
Phone MARKket 1464 





SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
isit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 
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CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
mum charge, $1.25. When a box number is desired twelve words should be added for the address. In all 
other cases each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
Advertisements for this page must be in our New York Office 10 days preceding publication date. > | 
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§r. Louis, Mo.—One hundred twenty- 
six Famous-Barr Co. employees who 
attended the Associated Retailers spon- 
sored classes conducted by the Board 
of Education were honored recently 
with breakfast by the Famous-Barr Co. 
management in their tea room. 

Acting Superintendent Philip J. 
Hickey, who gave certificates to those 
$i who met course requirements, said, 
"We are glad to cooperate with the 
jated Retailers in offering and 
ising practical classes in retail- 
and related subjects for the better- 
of those in retailing.” 

600 retail store executives and 
ple attended the 24 classes this 
, according to Francis Wright, 
supervisor of Distributive Education 
for the St. Louis Board of Education. 

“Our employees attended these 
dasses through their own desire to bet- 
ter serve the community and prepare 
themselves for the opportunities that 
are always prevalent for those better 
informed in the field of retailing,” said 
F. Z. Salomon, general manager of 
Famous-Barr Co. 

Designed to meet the immediate 
needs of those engaged full or part- 
time in retailing, these short, 10-week 
curses were conducted three evenings 












Famous-Barr Employees Graduate 





Ninety-one Famous-Barr employees receive certificates for completing Associated 
Retaller-sponsored courses conducted by the St. Louis Board of Education. Left to 
right: Philip J. Hickey, Acting Superintendent of Schools; Mrs. May Riechers, 
Famous-Barr employee; J. S. Nants, Assistant Superintendent of Schools; F. Z. 
Sclomon, general manager of Famous-Barr; and Francis Wright, Supervisor of 
Distributive Education for the St. Louis Board of Education. 


a week in the various downtown stores. 
The program embodied such courses as: 
How to fit and sell footwear; how to 
sell millinery; line, color and design in 
fashion merchandising; selling under 
government regulations; business arith- 
metic; leadership training; principles 
of home decorations; practical English 
for salespeople; principles of internal 
and window display; how to use color 
in selling; buyers’ mathematics; how 
to conduct a meeting; how to teach an 
employee. 

“We are looking to the Fall with its 
opportunities for greater community 
service through our adult education 
program,” said J. S. Nants, assistant 
superintendent of schools. 

Seated at the head table were Philip 
J. Hickey, acting superintendent of 
schools; J. S. Nants; Francis Wright, 
and the following Famous-Barr Co. ex- 
ecutives: F. Z. Salomon; Leonard 
Strauss, general merchandise manager ; 
G. McCarthy, employment superinten- 
dent; H. J. Brandau, general superin- 
tendent; Leonard Hornbein, general 
publicity director; A. D. Buckland, di- 
visional promotion manager; Ethel P. 
England, educational director; Fred C. 
Lake, Jr., employment department. 





Gormley Named Director of 
Boston Commerce Chamber 


Boston, Mass. — James T. Gormley, 
Mominent Boston leather merchant, 
Was recently honored by being chosen 
%amember of the board of directors 
of the Boston Chamber of Commerce, 
the only representative on the board of 
the shoe, leather and allied industries. 

annual election of the Chamber, 
hed May 18, resulted in the election of 
ume new directors — all well known 
men of this city. Seven, in- 

Mr. Gormley, will serve for 
years; two, for one. At the an- 


dune 15, 1943 
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nual meeting, held at the Hotel Statler, 
the feature speaker was Ralph W. Car- 
ney, Mid-West business man, who 
warned of Japan’s growing strength 
in her newly-acquired island empire. 





Heads Rotary Club 


Syracuse, N. Y.—Ernest N. Park, 
widely known shoe retailer, has been 
elected president of Syracuse Rotary 
Club, in which he has long been active 
as a member and director. A few days 
later he left for St. Louis to attend 
the annual convention of International 
Rotary as the delegate from Syracuse. 


Gurian in Charge of Store 


PORTLAND, ORE.—E. Gurian is now in 
charge of the Copper Store, here. 
Harry P. Goldstein, the former man- 
ager, is now at the Copper office at The 
Dalles, Oregon. 

W. W. Ticknor, a man of long ex- 
perience in the shoe business, is assist- 
ing Mr. Gurian. Mr. Ticknor has oper- 
ated shoe stores in San Mateo, Calif., 
as well as in the state of Idaho, be- 
sides having sold shoes on the road. 





OPA Acts Against Dealer 


MILWAUKEE, Wis.—Action was start- 
ed recently by the OPA enforcement 
office here against the proprietor of a 
shoe and repair shop, to suspend his 
right to deal in shoes. 

Charges against the shoe dealer, ac- 
cording to Lee Beznor, OPA enforce- 
ment attorney, involve the alleged sale 
of over 50 pairs of rationed shoes with- 
out coupons. He sold them to an em- 
ployee of a local brewery, it is said, 
who resold them to fellow workers. 





Los Angeles Area 
[CONTINUED FROM PAGE 86] 

remain exceedingly high and prices 
being frozen by the general maximum 
price regulation of April, 1942, which 
rolled prices back to their March 
levels of that year, are causing the 
margin between total cost and selling 
price to be smaller constantly. 

The greater restrictions imposed on 
all shoe manufacturers by the limited 
color range, the pattern restrictions 
and the quotas imposed under the 
amended M-217 are not causing any 
serious difficulties. Retailers realize 
the situation that confronts all shoe 
manufacturers and are willingly ac- 
cepting merchandise even for delivery 
three and four months in advance be- 
cause of the shortages of saleable shoes 
on their shelves. The ingenuity of the 
shoe manufacturers in Los Angeles is 
meeting these tests in the spirit of 
whole-hearted cooperation with the 
war effort, which ingenuity and co- 
operation will reap dividends after the 
war is won. 





Receive Military Promotions 


Los Angeles, Calif-—Two of Bullock’s 
former shoe buyers have received re- 
cent military promotions. 2nd Lt. Fred 
R. Morgan, Jr. is now Post Exchange 
Officer at the Holabird Ordnance Depot 
at Baltimore, Md., following a course 
of instruction at Princeton, N. J. 

Park Dowd has received his honor- 
able discharge from the Army in order 
to accept his appointment of Lt. J. G. 
in the Navy. Lt. Dowd goes to the 
Naval School of Instruction at Havard 
in Cambridge, Mass. 

“Fritz” Morgan was buyer of men’s 
shoes at Bullock’s while Dowd was buy- 
er of the Collegienne Department. 
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Godman Officers Re-elected 


CoLumBus, O.—The H. C. Godman 
Co., will transfer operations from its 
main plant at 52 S. Starling St., to the 
company’s other local site at 46 E. Ful- 
ton Street, announced D. T. Carey, 
vice-president and treasurer. He said 
the shift is necessitated under lease 
negotiations with the federal govern- 
ment, which has leased the main plant 
property on Starling Street. The 
Godman Company’s general offices, re- 
tail and manufacturing headquarters 
will be established in the Fulton Street 
location. “In addition,” Mr. Carey said, 
“small manufacturing operations will 
be carried on by the Godman firm at 
the Fulton Street site.” 

He said that operations of the firm 
will continue at two factories of the 
company at Logan, O. Mr. Carey an- 
nounced that the federal government’s 
lease on the company’s main property 
would run “for the duration” of the 
war. Purpose for which the property 
will be used by the government was not 
disclosed. 

Meanwhile, Fred A. Miller was re- 
elected president of the Godman Co. 
Other officers renamed were: Mr. Carey, 
vice-president and treasurer; Bruce H. 
Compton, vice-president; V. F. Carey, 
secretary and assistant treasurer; and 
James L. Davis, comptroller and as- 
sistant secretary. James O. Moore 
serves as vice-president of the Miller- 
Jones Co., retail shoe store operators 
and wholly-owned subsidiary of the 
Godman Co. Directors renamed in- 
clude Mr. Miller, D. T. Carey. S. G. 
Prentiss, G. E. Coffman, Harold J. 
Kauffman, John Bauermeister, C. A. 
Laubach, and W. I. Vorys. 





Hutchins in Armed Forces 


MILWAUKEE, Wis.—Lloyd W. Huitch- 
ins, known to the shoe trade as 
“Hutch,” buyer of ladies’ bags and pol- 
ishes for the S. J. Brouwer Shoe Com- 
pany, has left the U. S. A. for parts 
unknown to aid in the war effort. Mr. 
Hutchins has-been in the shoe business 
for 22 years. He was formerly con- 
nected with the Boston Store here and 
the Dayton Company of Minneapolis. 





Linen Sandal Favored 


SEATTLE, WASH.—A linen sandal 
shown by Pessemiers has been so favor- 
ably accepted by:Seattle women that 
some colors and sizes were sold out al- 
most immediately. White for instance, 
was sold out first despite Seattle’s damp 
and cool weather. 

These linen slippers which are inade 
in pastel shades as well as brown can 
be worn the whole year around—for 
Winter dances as well as for daytime 
Summer wear. They are easily cleaned 
and moderately priced. 

Pessemiers report also that their 
cloth purses are very popular. The 
bags are shown in pastel shades. Their 
cnly promotion of the bag has been 
confined to displaying it in the shop. 
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